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Rallying for tree care in Washington D.C. 


B efore air conditioning was invented, 
diplomats posted to Washington were 
given extra “hardship” pay to endure the 
broiling summer months. 

Brushing aside the 100-degree heat and 
80-percent humidity, TCIA’s ambassadors 
stormed the nation’s capital last month as tree 
care representatives at the first joint green 
industry legislative conference. 

More than 30 TCIA members, representing 
17 states, brought their business concerns to 
their elected representatives. Before meeting 
with their representatives, senators and staff, 
attendees were treated to in-depth briefings 
from lobbyists and elected officials. 

TCIA secured the head of OSHA, Jonathan 
Snare, and Charles Horan, director of 
enforcement and compliance with the Federal 
Motor Carrier Safety Administration, as 
speakers. Members had an opportunity per- 
sonally over breakfast or during the 
Question-and-answer sessions to ask pointed 

( Continued on page 4) 



Rep. Earl Blumenauer (D-OR), in bow tie, a real champion of the industry, talks with 
green industry business owners at the legislative conference congressional reception. 


Sample Business Plan 


Member giveaway: 

T his month’s free member giveaway - our 
new Business Planning Management 
Guide - is our first addition to last month’s 
free member give-away, Business 
Management Guides CD 2.0. 

The new guide is divided into four parts: 

Part 1: Intro to Business 
Plans; Part 2: Strategic 
Business Planning 
Workbook; Part 3: 
Sample Tree Care 
Company Business 
Plan; and Part 4: Advanced Business Plan 
Writing. 

Part 3, the Sample Tree Care Company 
Business Plan, is included with this Reporter 
as a printed copy for your convenience. The 
new management guide is updated in its 
entirety on our Web site. 


Business planning is one of the most 
important things you can do for your busi- 
ness. This is why the Accreditation Council 
included business plans as a requirement 
for obtaining TCIA Accreditation. 

Like many tree care company owners, you 
are busy and have probably put off writing a 
plan for your business. However, the benefits 
you can gain by writing a business plan are 
sure to offset the timeyou will invest. In addi- 
tion, you will have completed an important 
step toward being accredited. 

Here’s how one owner described his expe- 
rience writing a plan: 

“When I began thinking about the concept 
of a business plan I never realized the impact 
it would have on me. Initially, the goal was to 
develop a plan for the purpose of 
Accreditation and a line of credit from my 


bank. But after 25years of owning and operat- 
ing this business, I have just begun to see the 
light and what I have been missing all of the 
past years. Perhaps I was never ready to 
accomplish this task and had to encounter 
problems from an abundance of mistakes 
(which will probably continue to happen 
through life’s journey). 

“However, during extensive hours of 
research and development of this business 
plan, I have learned more about my company 
than ever before. In addition to the benefit 
from the Accreditation process and the 
improved standing at my bank, the most 
important goal will be the projected success I 
will achieve for years down the road (and I’m 
confident I will achieve success).” 

- Bill Spiewak, owner , Bill's Tree Care, 
Santa Barbara, Calif. 
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Dear TCIA Friends 


A significant part of July was spent on the 
road with TCIA members. I would like to 
thank the St. Louis area of Missouri for a 
tremendous welcome. 

What a terrific association! Where else 
could I work where members would say, 
“You’re not staying in a hotel. You’re staying 
with US!” As I keep telling the Board, more 
reasons continuously go into the “pro” col- 
umn for working at TCIA. The only problem 
is if I keep being treated to as many great 
meals as our members provide, I’m going to 
wind up needing a new wardrobe. 

TCIA members are doing some great 
things in St. Louis. We have our first accred- 
ited tree care company in the St. Louis area - 
and in Missouri - Hansen’s Tree, Lawn & 
Landscaping in O’Fallon - owned by Jeff 
Hansen. Jeff’s company committed to the 
Accreditation program and completed it in 
SIX WEEKS! This was the fastest yet and a 
testament that it can be done in a short peri- 
od of time. Within three days, he had a radio 
announcement explaining to consumers what 
accreditation means to them. Jeff also has his 
own radio show. Fifteen years in operation, 
Hansen’s is located in a new, modern, tech- 
nologically integrated showplace that is worth 
a visit. Thanks for the warm welcome to Jeff, 
Ciera, Amy, and the whole Hansen team. 


Well, this Missouri 
company got started 
during the Great 
Depression - now 
that’s something in 
and of itself. James Baker and sons Todd and 
Jeff sat down to tell me the long version of the 
stoiy and to share their insights on what is 


Cynthia Mills with, from left, Jeff, Todd 
and James Baker. 

happening in this segment of the industiy. Jeff 
was kind enough to share his expertise with 
our industry when the Electric Power 
Generation, Transmission and Distribution 
Standard, 29 CFR 1910.269, was originally 
being written at OSHA, and we are fortunate 
that he can also share his insights with us this 
summer as OSHA takes a look at the standard 
again. Also regular participants in Winter 
Management Conference, we look forward to 
their their continued leadership in TCIA. 
Thanks for the hospitality! 

Former TCIA Board member and leader of 
many local green industiy organizations, Dan 
Christie, and his wife, Flicky, welcomed me to 





Cynthia Mills with, from left, Ciera 
Hansen, Jeff Hansen and Amy Schult. 

Meeting with the Bakers of The Shade Tree 
Service Company in Fenton was a real treat, 
too. They live evey day in the world of utility 
line clearance tree trimming. One of the 
things I never get tired of is hearing the sto- 
ries of how businesses started. Have you ever 
noticed how arborists glow when they talk 
about what their dad or their granddad did? 


Metropolitan Forestry Service staff, from 
left, Mark Schumer, Kevin Seger, John 
Harvey and owner Dan Christie. 



The mission of the Tree Care Industiy Association is to advance tree care businesses. 
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their long-established business, Metropolitan 
Forestiy Service Inc. in Ballwin. It is so great 
to have the opportunity to put faces to names 
of people who were kind enough to facilitate 
work between Dan and I when Board duties 
called. So a public thank you to Judy, who 
expedited many a fax and e-mail. Dan is 
always around at TCI EXPO and WMC to 
share his experience and to lend a helping 
hand. More than once, Dan pointed me in the 
right direction and gave me counsel that has 
stood the test of time. Dan and his team also 
put me to the test during my visit, providing 
a list of we “need, want and would like to see” 
from TCIA that has gone to our management 
team for answers and/or into the list of mem- 
ber feedback items that drives our service 
development process on an ongoing basis. 
Thank you for letting us know how we can 
help. 

T i m 
Gamma, of 
Gamma 
Tree Service 
and Shield 
Shade Tree 
in St. Louis, 
and his 
wife, 
Donna, also 
gave me a 
great St. 
Louis wel- 
come - and I 
got to see 
the Arch! Tim, his brother, Tom, and their 
dad, Frank, run a large tree care business that 
has been around for 50 years in the St. Louis 
area. Angie, Tim’s assistant, is absolutely 
amazing. Tim has also been heavily engaged 
in supporting local and national arborist 
organizations. A long-standing TCIA mem- 
ber, Tim has been one of the commercial 
arborist board members on The TREE Fund 
and has been a president of SCA. Tim is 
chairing the ISA Conference when it comes to 
St. Louis, so he has plenty on his plate aside 
from raising a family, working in a successful 
family-owned business, and planning to start 


work soon on 
Accreditation. 

Thanks, so much, 
for the warm hospi- 
tality and for the 
chance to see a great 
operation. 

Lee Mueller, his 
wife, Sharon, and 
son, Curt Wedbush, 
gave me a royal wel- 
come at Reliable 
Landscaping & Tree 
Care in St. Louis. 

Loyal participants in 
TCIA’s Winter 
Management Conference, Lee and Sharon are 
delightful mentors to those who are newer to 
the challenges of running a family-owned 
business, while being staunch supporters of 
the need for life-long learning. As such, Lee 
has made the commitment to Accreditation as 
part of his succession-planning with his son. 
Thankyou for continuing to lead the way. As 
many of you know, running family-owned 
businesses brings many uniQue challenges 
along the way. It is such an inspiration when 
you have the opportunity to see how well it is 
working, as is the case at Reliable. Curt, we 
look forward to many more years of success- 
ful operation. TCIA will be here to help you 
as you and your dad transition. We look for- 
ward to seeing all of you in St. Kitts. 



From left, Curt Wedbush, and Sharon 
and Lee Mueller. 


And lastly, the St. Louis Arborists 
Association was kind enough to rearrange 
their regularly scheduled meeting to a week 
earlier when they learned of my visit. They 
sure know how to make someone feel wel- 
come. Thanks for the schedule change. I had 
an absolute ball with them as we covered a 
wide range of topics, from legislative and reg- 
ulator issues to TCIA Accreditation to the 
July Legislative Conference to safety concerns 
to industry statistics to leadership and Q&A 
from the floor. I always enjoy the opportunity 
to talk directly with arborists, to learn from 
them, and to help where I can. 

From St. Louis, I headed to Washington, 
D.C., the following week for TCIA’s first 
Legislative Conference, which was an enor- 
mous success! I won’t steal Mark Garvin’s 
thunder - he has written a comprehensive 
article in these pages that covers all the great 
news from this inaugural event in our histoy. 

TCIA is made up of some terrific compa- 
nies and some fabulous arborists. You’re 
finding your power and your voice, and it’s a 
pleasure to be with you on the journey! 


( 2 ^ 0 &- 

Cynthia Mills, CAE 
President 



Tim Gamma with Cynthia 
Mills. 


Calendar of Events 


August 25, 2005 

EHAP Workshop 

Portsmouth, N.H. 

September 13, 2005 

EHAP Workshop 

San Ramon, Calif. 


Nov. 9-11, 2005 
(New days: Wednesday-Friday) 

TCI EXPO 


Columbus Convention Center 
Columbus, Ohio 


Februay 12-16, 2006 
Winter Management Conference 

Marriott St. Kitts Resort 
St. Kitts, West Indies 
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Legislative Conference 


(Continued from page 1) 


Questions about tree care industy concerns. 
The answers weren’t all satisfactoy, but there 
is little doubt that OSHA and DOT are fully 
aware of our industy’s issues. 

In addition to TCIA focused sessions, the 
three-day conference featured briefings on 
pest management, health care for small busi- 
nesses, estate taxes, invasives, and 
immigration. One of the county’s best-known 
Republican strategists, May Matalin, shared 
her views over lunch on power politics and 
the next election. 

After the briefings on Tuesday and 
Wednesday mornings, representatives from 
tree care, nursey and landscape - almost 300 
in all - went to legislative offices for meetings 
with their elected officials and their staffs. 

Peter Sortwell, president of Arborwell in 
Castro Valley, Calif., went to three different 
offices. “It was fascinating and extremely edu- 
cational,” he says. “It was time well spent. I 
would do it again in a heartbeat.” 

Sortwell had six or seven company owners 
in his group. They met with congressional 
staff to discuss their issues, some of which 
received a better hearing than others. 

“My workforce is 100 percent Hispanic,” 
notes Sortwell, “so the immigration issue is 
near and dear to my heart. California con- 
gressmen are well aware of the state of the 
labor force there. But there were some vey 


From left, Mark Garvin, TCIA's vice president for public policy and communications, 
presents a commemorative plaque to conference keynote speaker Jonathan L. Snare, 
acting assistant secretary of labor for OSHA. 


Republican strategist Mary Matalin 
shared her insights over lunch on 
Washington politics. 


TCIA members discuss issues strategies before heading off to meetings with their sena- 
tors. From left, Randy Owen, Tim Harris (back to camera), Terrill Collier, David Marren, 
and Scott Packard. 


strong opinions with regard to health care for 
small businesses and repeal of the estate tax.” 

The joint delegation pushed for two items 
in particular - Association Health Plans that 
would make health insurance more affordable 
for small business and an exemption from the 
DOT’S Hours of Service rules for utility serv- 
ice vehicles. Both measures passed within two 


weeks of the visits. 

This was Sortwell’s first time as a lobbyist. 
He thought people were vey polite, for the 
most part, and knowledgeable on the issues. 
“I will be back the next time TCIA has a con- 
ference, and I would encourage eveyone in 
our association to come. It will be worth their 
while.” 

As part of a wider green industy delega- 
tion, Sortwell saw the relationships other 
industry sectors have already made in 
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7 will be back the next time 
TCI A has a conference, and 
I would encourage everyone 
in our association to come. 
It will be worth their while. ’’ 

Peter Sortwell, president, 
Arborwell, Castro Valley, Calif. 



Volunteers from a number of companies who took part in the Renewal & Remembrance 
Day of Service, which took place at the Arlington National and Historic Congressional 
cemeteries in conjunction with the Legislative Conference, pose with a truck from Carroll 
Tree Service Inc. at Arlington. A story about their work and more photos are on page 16. 


Legislative Conference State Delegations 


Washington. “On my first visit to Anna Eshoo, 
a Democratic representative from Palo Alto, 
we were all waiting for the meeting when the 
president of Monrovia Nurseries joined us,” 
Sortwell recalls. “Monrovia is the largest nurs- 
ey in the world. When he walked in, eveyone 
in the office knew him - from the receptionist 
to the aides behind the desk. They all sat up 
at attention. It was a good lesson. People who 
make a point to be known and have contact 
with their congressmen can really have an 
impact.” 

That type of recognition doesn’t happen in 
one meeting. Developing a relationship takes 
time, care and feeding in the same way a land- 
scape takes nurturing. Sortwell, for one, will 
be back. 

“I’m tying to address the issues that affect 
my company,” he says. “I’m not just sitting in 
my office complaining about what the govern- 
ment is doing to me.” 

Richard Almstead, president of Almstead 
Tree & Shrub Care Company in New 
Rochelle, N.Y., was part of a large green 
industy delegation from his state. A former 
Pelham town councilman himself, this isn’t his 
first time dealing with government. He found 
few differences between state and federal gov- 
ernment. 

“We went to five offices,” Almstead says. 
“We were lucky to meet with three congress- 
men personally. I was impressed that they 
knew about the issues we were there to talk 
about.” 

“TCIA members who weren’t there need to 
understand that the more people who show 
up to defend our interests the stronger we will 
be,” stresses Almstead. “If we don’t show up, 
the people who don’t have our interests in 
mind will write the laws. I’m not saying that 
we changed the industy but congressmen sat 
there for half an hour and had the courtesy to 


Peter Sortwell 

Arborwell 

CA 

Rick Hanson 

TREECO Tree Service 

CA 

Sharon Hanson 

TREECO Tree Service 

CA 

Kevin Caldwell 

Caldwell Tree Care 

GA 

Scott Packard 

Wright Tree Service Inc 

IA 

Ron Keith 

Shawnee Mission Tree Svc 

KS 

Jeff Stokes 

Shawnee Mission Tree Svc 

KS 

Frank Dudek 

Carroll Tree Service Inc 

MD 

Peter Becker 

FA Bartlett Tree Experts 

MD 

Wil Maly 

Cedar Lawn Tree Service 

MA 

Randy Owen 

Owen Tree Service 

MI 

George Lee 

Branch Tree Service Inc 

MI 

Cynthia Mills 

TCIA 

NH 

Mark Garvin 

TCIA 

NH 

Peter Gerstenberger TCIA 

NH 

Joe Grant 

TCIA 

NH 

Wyne Dubin 

FA Bartlett Tree Expert Co 

NJ 

Roger D. Mellick 

The Doggett Corporation 

N) 


listen to us. If you don’t get involved, you 
can’t complain.” 

Ron Keith, CEO of Shawnee Mission Tree 
Service in Shawnee, Kan., wasn’t sure about 
coming to the conference. He waited until the 
last minute, then decided to give it a ty. “In 
running a small company, I never had any 
threats or issues that involved the govern- 
ment,” says Keith. “As I have gotten bigger, 
the government has eveything to do with my 
business.” 

Keith went to Capitol Hill with others from 
Kansas, including his company president, Jeff 
Stokes, and a colleague in property manage- 
ment. “We met some assistants, some 
congressmen and senators. We found them to 
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be vey knowledgeable and vey helpful. I have 
never been involved in the political side of my 
business, but it gave me some confidence in 
our government that they are on top of these 
issues.” 

In growing his business from small to medi- 
um, Keith realizes that the government can 
have a vey real impact on his business. “We 
let them know what was going on in our busi- 
ness back in Kansas,” says Keith. “This was an 
important first step in educating them and in 
learning myself to support my industy. It was 
hard for me to go, since I have never been 
involved in politics. I can say now that being 
there is mandatoy. Having a voice is vey 
important to our industy.” 
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New members of TCIA 


Subsidiaries/Conglomerates 

Davey Tree Expert Company 

1055 Commercial Court 
San lose, CA 95112 
Blaine Boccignone 
Phone: 408-453-3389 
Fax: 408-453-2940 


Active Members 


All American Arborists 

12036 156th Ave SE 
Renton, WA 98059 
Michelle McClure 
Phone: 425-271-4613 
Fax: 425-228-2573 

B & S Tree Service 

N95 W19839 Azalea Rd 
Menomonee Falls, WI 53051 
John Balistreri 
Phone: 262-250-1621 
Fax: 262-250-1621 

Boehm Land Services 

410 Liberty Avenue 
Port (efferson, NY 11777 
Ken Boehm 
Phone: 631-374-9093 

Chapman's Tree Service Inc. 

3560 Brookhill Circle 
Marietta, GA 30062 
Todd M. Chapman 
Phone: 770-973-0441 
Fax: 770-973-8187 

Costello's Tree Service 

450 Taraval Street 
San Francisco, CA 94116 
Sean McLaird 
Phone: 415-664-8733 
Fax: 415-822-4673 

East West Express Tree Co. 

127 lohns Neck Road 
Shirley, NY 11967 
Wilfred T. Backhaus, Ir. 
Phone: 631-395-9451 


Hill Top Tree Service, Inc. 

34235 Cheriy Hill 
Westland, MI 48185 
Dave Peterson 
Phone: 734-729-3652 

Lawn Rx Inc. 

410 Unity Street Suite 855 
Latrobe, PA 15650 
Robert B. Love 
Phone: 724-539-1003 
Fax: 724-520-1816 

Maier Tree Care, Inc. 

P.O. Box 3094 
Des Moines, IA 50316 
Gay Ben Maier 
Phone: 515-265-3375 

Monkey Business Tree Service 

11 Melody Park 

Center Tuftonboro, NH 03816 
Zane Sundouist 
Phone: 603-569-9492 

Natural Systems, LLC 

357 Hart Street 
Southington, CT 06489 
Dana Dipierro 
Phone: 860-621-0008 

Princeton Aouaterra Environmental, LLC 

76 New Road, Suite 100 
Lambertville, N( 08530 
Patrick Witkowski 
Phone: 609-730-8680 
Fax: 609-730-0813 

Procare Tree Service 

1446 East Hill Street 
Signal Hill, CA 90755 
Kirk Hinshaw 
Phone: 562-426-1236 
Fax: 562-426-8396 

Superior Landscaping & Lawn Service 

2200 NW 23 Ave 
Miami, FL 33142 
Orlando Otero 
Phone: 305-634-0717 
Fax: 305-634-0744 

Tree Service Plus 

300 Mauna Place 
Kula, HI 96790 
Bobby Burritt 
Phone: 808-876-1747 


Williams Tree Service 

P.O. Box 687 
Rogers, AR 72757 
Glen Kasberg 
Phone: 479-636-2482 


Associate Members 

NOVA Information Systems 

7300 Chapman Hv\y. 
Knoxville, TN 37920 
Ms. Liz Harpst 
Phone: 865-403-8798 
Fax: 865-403-5798 
www.novainfo.com 


Award of Merit 
Nominees? 

Many vey special people have 
chosen arboriculture as their life’s 
work. Some vey dedicated profes- 
sionals devote their most precious 
commodity, their time, to advance 
this industy. Then there are a vey 
select few who do even more. They 
are the leaders, the visionaries, who 
literally move the entire industy 
through the force of their vision and 
dedication. The TCIA Award of 
Merit honors such people. 

The Award of Merit is the highest 
honor paid by the Tree Care Industy 
Association to an individual or com- 
pany that has positively impacted the 
field of arboriculture. The roster of 
past winners includes some of the 
most distinguished names in the 
field. 

We often hear about dedication, 
leadership, volunteerism, and how 
important those things are to bring- 
ing this industy to the forefront of 
government and the public. Do you 
know such a person? Nominations 
for this year’s Award of Merit are 
open until Sept. 15. Please fill out 
the enclosed insert and return it 
today. 
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News from the States 


EAB grants available 
for southeastern 
Michigan communities 

T he Michigan Department of Natural 
Resources announced July 14 that 
Michigan communities interested in receiving 
grants to restore landscapes devastated by 
emerald ash borer (EAB) infestations have 
until Aug. 31 to submit their applications. 

“The DNR recognizes the financial strain 
placed on local governments to restore the 
devastation caused by this pest,” said DNR 
Director Rebecca Humphries. “These grants 
will assist communities in reviving the areas 
natural beauty.” 

Grants up to $20,000 are awarded per 
community on a competitive basis and are 
ranked by the DNR according to local EAB 
impact. A total $1 million may be available to 
eligible projects during this funding cycle. 
Grant awards are limited to one grant per 
applicant per fiscal year. Projects must be 
completed by Aug. I, 2006. 

All awarded grants reouire community 
matching funds of at least 50 percent - in 
either cash contributions or in-kind services, 
not including federal or state monies. Grant 
applications are accepted from local units of 
government and Qualifying nonprofit organi- 
zations within the southeastern Michigan 
EAB Quarantined counties designated by the 
Michigan Department of Agriculture. Visit 
www.michigan.gov/eab for the latest EAB 
Quarantined counties. 

Emerald ash borer is an exotic insect native 
to Asia that attacks ash trees. It was unknown 
to North America until its discoveiy in 
Michigan in 2002. Since then, the pest has 
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killed approximately 15 million ash trees in 
southeastern Michigan. 

For more information or to obtain a grant 
application, contact Keny Gray, Emerald Ash 
Borer Restoration Coordinator, at (517) 241- 
1833, or visit the DNR Web site at 
www.michigan.gov/dnrucf. 

Maryland DNR 
lauds newly licensed 
Tree Experts 

T he following individuals passed the 
Maiyland Licensed Tree Expert examina- 
tion June 8 in Annapolis, according to the 
Maiyland Department of Natural Resources. 
Phillip Austin, Asplundh Tree Expert Co. 
Steven Castrogiovanni, Arbor Care Tree 
Specialists 

Emily Couch, Couch Cut Lawn Service, Inc. 
Rick Couch, Couch Cut Lawn Service, Inc. 
John Driver, Arbor-X, Inc. 

Danae Fails 

Justin Griffin, Griffin Landscaping 
William Kline, Millenium Tree Service 


Steve Mays, Carroll Tree Service, Inc. 

Hariy Sawyer, Richard's Tree Service 
Ben Simcox, Divine Arbor Services 
Carl Snyder, Snyder's Tree Service 
Dayton Ward, DEW Tree Service 
Derik Wolfe, Asplundh Tree Expert Co. 
Michael Wolford, Asplundh Tree Expert 
Co. 

As an aside, it appears that the combina- 
tion of the exam revisions undertaken last 
winter and the passage of HB 168 have com- 
bined to make a significant improvement in 
the pass rate. The pass rate for the exam was 
30 percent, the highest since the DNR intro- 
duced the new domain-based exam in FY 99. 
The retake rate was 22 percent (people pass- 
ing nine of the 10 and having to retake only 
one), also vey high. The fail rate was below 
50 percent (48 percent) for the first time 
since the new exam. 

The year ended with a pass rate of 23.6 
percent; 37 people passed the exam in FY ’05. 

Maiyland DNR is adding more exams 
between now and the end of calendar ’05 in 
an effort to accommodate those affected by 
HB 168 and help people stay in compliance. 
Info will be on DNR’s Web site shortly. 


Wisconsin loses an urban forestry champion 

R obert “Bob” Skiera, 73, of Milwaukee, Wise., former president of the International 
Society of Arboriculture and father of current ISA executive director, james Skiera, 
died July 29. 

He will be remembered and missed for his passion for life and love of the outdoors. 
He leaves his wife of 50 years, Patricia “Pat” (Memmel), children james and his wife, 
Colleen; Kathleen and her husband, Bruce; Susan and her husband, jim, and; Sandra and 
her husband, Brad; a sister, Dorothy and her husband, jim, and; a brother, Thomas; sev- 
eral grandchildren, nieces, nephews, other relatives and many friends. 

Skiera treasured his family and the outdoors. A former city forester of Milwaukee, he 
was passionate about educating other urban foresters in regard to how important trees 
are to their communities, not only to add beauty and shade, but also to contribute to the 
overall well being of the physical environment. In his retirement, Bob, also known as 
“Hosta Bob” developed another passion, cultivating hostas, and dedicated many long 
hours volunteering at the Boerner Botanical Gardens as the Boerner Liaison for the 
Southeast Wisconsin Hosta Society. Skiera was also an avid gardener, professional archer, 
bow hunter and expert marksman. As a member of the Daniel Boone Conservation 
League his most recent accomplishments include achieving the title of Senior State 
Champion in 2002, 2003 and 2004. He was always willing to share his talents through 
coaching and teaching of his hobbies and profession. 

Memorials would be appreciated to; Friends of Boerner Botanical Gardens, 9400 
Boerner Drive, Hales Corners, WI 53130; (414) 525-5661, or www.boernerbotanicalgar- 
dens.org; or to the The Tree Fund, 1402 W. Anthony Dr., PO Box 3188, Champaign, IL 
61826; (217) 239-7070, treefund@treefund.org, orwww.treefund.org. 
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TCI A Annual Audit 

Below and on page 9 is a portion of the Independent Auditor’s Report of TCIA as of Dec. 31, 2004. This report was prepared by the 
auditing firm of Macdonald Page Schatz & Fletcher LLC. The accompanying notes, not included here, are an integral part of these finan- 
cial statements and can be obtained from TCIA. The TCIA Board accepted this audit report at the June Board meeting. 

Tree BruJustry 


Statements of Financial Position 


December 31, 


ASSETS 

2004 

2003 

Currant Assets 

Cash and cash equivalents 

$ 405,124 

$ S91.813 

Certificates of deposit 

1QD.GD0 

220,000 

Marketable securities 

1,131,536 

750,809 

Accounts neceivafcte {net of a lowenoe for doubtful 

accounts of $60,000 in 7004 and 2003) 

202,130 

193,657 

Inventory 

61,866 

39.380 

Deposit; end prepaid axperses 

204,226 

141,240 

Prepaid income Eases 

14,464 

35,735 

Total Current Assets 

2,579,365 

2,331,034 

Property and Equipment 

Computer and soTwere 

512,103 

479,773 

Office furniture anc equipment 

66.525 

53.028 

Leasehold improvements 

22.672 

21401 

656,504 

554.202 

Lass accumulated depreciation 

501,652 

375,510 


03,512 

173,683 

Other Assets 

CertifcaisE □£ deposit 


50.003 

Frc^i-am development costs, net of accumulated amortization 

or $293,961 in 2004 and $2/1 r ?48 in 2003) 

68,625 

B1.DB9 

Tolal Other Assets 

68,525 

131,069 

Total Assets 

$ 2,741,502 

$ 2,6^0,769 


LIABILITIES AND NET ASSETS 




Current Uafcil|jrtie5 

A-c^g grits p-syabl^ and accrued hx perns bh 
□efaflted revenue 

6 

246,616 

692,518 

$ 264.746 

738.070 

Total Current Liabilities 


941,231 

1,002.610 

Net Assets 

U n r = ^fritted opt assets 

Temporarily restricted ne: assets 


1.790,116 

10,156 

1,687.973 



1,800,271 

1,887.973 

Total Liabilities and Nut Assets 

6 

2,741,502 

$ .2.690,789 
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Statements of Actfvlttes and Changes in Net Assets 


Years Ende£ December 31, 




2004 


2003 



Temporarily 




U n restricted 

Restricted 

Total 

Un restricted 

Revenue 





Dues 

S 919,33* 


5 9t9,$&9 

$ 957, G&E 

Winter Mshagement Conference 

-174,333 


174,893 

144,3^ 

Ewcer.ence in arbcriculTUTe 

1$,42f 


15,421 

.34,605- 

Career Day 

26,707 


25,707 

27,741 

Member service 3 end proouct sales 

234,777 


264,777 

255.534 

Trade s-<i ws 

1, 024,333 


1,024,333 

726.1:07 

Advertising 

1,233,441 


1,283,441 

1.072,310 

B^ihsraiplInnR. 

“,746 


9,745 

11,535 

Accreditation 

33,999 


53,999 


lovoslmenlinccme 

3&,723 


B9 r 723 

111,954 

r^ieceileneouE- revenue 

2, $*5 


2,303 


Political .Action Committee 

t2,&S9 

S 13,155 

31,014 


No? assets released from restricrJcnE 

B.OOO 

ftoao) 



Total Revemr&s 

3,865.01 D 

10,155 

3395,766 

3,346.755 

Expenses 





Program services 

2.972^098 


2,972,6*6 

2,105,015 

^Ljpspmn^ services - management and general 

790,402 


790,402 

£171,645 

Eupocning services -fisndjai&rnp 

20,367 


20.367 


Total Expeneee 

3.7B3.A67_ 


3JS3.467 

3,087,164 

Change \n Nat Aeeeta 

102,14-3 

10,165 

112,296 

259,591 

NcLAs&olS, Beginning of Tear 

1 ,637,973 


1,687.973 

1 r 429,382 

Net Asevis, End of Y ear 

£ 1,790,118 

$ 10,155 

£ 1,800.271 

S 1 r 0B7 r 973 


Statements of Cash Flows 

Ye$r$ Ended Deqeidber 31 , 


Cash flows from operating activities: 
lucres ss in net assets 

Adiusiments to reconcile change in net assets to 
net cash provided by operating activities: 

Depreciation 

ArcrorfiMlign 

Provision tar tad debfe 

Gain on marfeetania securities, net 

(Increase) decrease in operating assets: 

Accounts receivable 
Inventory’ 

Deposits and pnepata expenses 
Prepaid income taxes 
InnrFsaa? (riar.raaFiis) in operating lisbiillles: 

Accounts payabe and accrued expanses 
Deterred r evenue 
T ota I adjustmer ts 

Net cash provided by operating activities 

Cash flaws from investing activities: 

Proceeds hum sales of rssaf keLable securities 

Purchases of maircctatile secures 

Proceeds from redemption of certificates of deposit 

Pupchsses of certificate of deposit 

Proceeds fiem sales Of property and equipmeni 

Purchase of property and equpmsnt 

Program developnisn! costs 

Net cash used in investing a CltV itlcs 

Net increase (decrease) in cash and cash equivalents 

Cash and cash equivalents at beginning of year 

Cash and cash equivalents at end of year 


2004 


2005 


5 

112,298 

5 

255,501 


128,476 

22,213 

10.262 

164,596} 


129,006 

29.347 

12,256 

(92,130) 


(18,816} 

(21.965) 

(62.965) 
21,251 


35 : 065 

(1.673) 

3,103 

(9,905) 


(46,133) 

(45,452) 


110,553 

143,313 


(40,794) 


359,017 


62.514 


616 50S 


127,296 

54,331 

(465,426) 

220.000 

(202 d DO) 
250.0D0 

(50,000) 

3.157 

(29b r 0U0) 

(44,459) 

(9.770) 

1139,2061 

(39.670) 
(32 773) 
(625,432) 

(126.609) 

293,116 

991J16 

£96.697 

6 065,124 

5 091,815 


Supplemental- Cash Flow Information: 





Income taxes paid 

_$ 

32,947 

S 

18.195 
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TCIA Accreditation keeps growing 


A ccreditation is a process that enables 
companies to become aware of neglect- 
ed areas of best business practices. 
Accreditation will helpyour business find the 
gaps - and fill those gaps easily - to allow 
you to focus on the future ofyour business. 

Congratulations to these TCIA Accredited 
companies. 



CONFIDENCE 


Accredited Companies By State 

Colorado 

The Natural Way, Inc., Englewood 
Swingle Tree and Lawn Care, Denver 
Arborworks By Swingle, Fort Collins 

Connecticut 

SavATree-Norwalk, Norwalk 
SavATree-Old Saybrook, Old Saybrook 

Illinois 

Winkler’s Tree Service, Bellwood 

Maryland 

Mead Tree and Turf Care, Inc., Lisbon 

Massachusetts 

C. L. Frank & Company, Northampton 
Tree Specialists, Inc., Holliston 


Michigan 

Owen Tree Service, Attica 

Minnesota 

Top Notch Treecare, Plymouth 
Rainbow Tree Care, St. Louis Park 
S & S Tree & Horticultural Specialists, Inc. 
Saint Paul 

Missouri 

Hansen’s Tree, Lawn & Landscaping, O'Fallon 

Montana 

Bozeman Tree Service, Inc., Bozeman 

Nebraska 

Terry Hughes Tree Service, Gretna 

New Jersey 

SavATree-Wyckoff, Wyckoff 

New York 

SavATree-Manaroneck, Mamaroneck 

North Carolina 

Heartwood Tree Service, LLC, Charlotte 

Ohio 

McCullough’s Tree Service, Zanesville 

Oregon 

Collier Arbor Care, Clackamas 

Pennsylvania 

Gary’s Tree & Shrubbery Service, Inc., 
Emmaus 

South Carolina 

Schneider Tree Service/Terracare, Taylors 

Wisconsin 

Buckley Tree Service, Inc., New Berlin 
Wachtel Tree Science & Service, Merton 


Cal/OSHA moves to prevent 
heat-related injuries 

The California Division of Occupational 
Safety and Health - Cal/OSHA - in early 
August released proposed emergency regula- 
tions to prevent heat-related injuries among 
outdoor workers. 

The Cal/OSHA Standards Board was 
expected to convene a meeting in early August 
to vote on the emergency regulations. If 
approved, they would be in effect for 120 days. 

Under the proposed regulations, employ- 
ers would have to train supervisors and 
employees likely to be exposed to heat stress 
about how to prevent heat illness and the 
steps that should be taken if it occurs. 

The regulations also would: 

► re-state existing law retiring that water 
be available at all times and ensure that 
workers understand the importance of 
drinking water frequently; 

► require employers to provide a shaded 
area for any worker suffering from heat 
illness or needing shade to prevent the 
onset of illness; and 

► direct the Cal/OSHA Standards Board to 
review, no later than (an. 1, the feasibili- 
ty of requiring employers to provide 
shaded areas for worker rest periods. 

State officials joined labor leaders in call- 
ing for such regulations following the deaths 
of four Central Valley workers in July. Three 
of the workers were farm workers and anoth- 
er was a construction worker. 

The proposed regulations would apply to 
all who work outdoors in conditions that 
induce heat stress, from the farm worker to 
the roofer to the laborer paving the highway. 

Legislation currently pending in the state 
Senate (A.B. 805) that the United Farm 
Workers is backing would require the board 
to adopt permanent heat stress regulations. 

TCIA’s preliminaiy assessment of this pro- 
posal is that the requirements are not 
unreasonable. Fortunately, tree care has an 
intrinsic advantage in that shade is readily 
available on most jobs. We do not believe 
that tree care employers would argue with the 
need to supply crews with adequate amounts 
of potable water or other suitable drinks. 

Training materials to educate employees 
on the hazards of heat-related illness are 
available from TCIA, including a “Tailgate 
Safety” training session on this topic, in both 
English and Spanish. You can find additional 
resources on heat illness on the federal 
OSHA Web site, www.osha.gov. 

We welcome your feedback on the 
Cal/OSHA proposal as well as the appropri- 
ateness of the current TCIA position, which 
is to encourage full compliance. 


New ANSI Standard, Integrated Vegetation 
Management, now open for public comment 

T here is a current public review period for BSR A300-200x Part 7 - Integrated Vegetation 
Management a. Electric Utility Rights-of-way draft. 

This draft runs from July 15, 2005, through August 29, 2005. After the public review period, 
the Part 7 draft may be submitted to ANSI for approval as a new American National Standard. 

If you wish to review and/or provide comments, please go to www.treecareindustiy.org/con- 
tent/laws/publ icreview.htm and follow the instructions on this page. 
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Promoting accredited companies: Search engine marketing 


By Brian Garnick 

N ot so long ago Internet marketers fol- 
lowed the “build-it-and-they-will-come” 
philosophy of using keywords embedded 
within the pages of their Web sites. The prin- 
ciple was simple; put as many keywords into 
as many pages as possible to register hits with 
the search engines on the World Wide Web. 
The higher the keyword relevancy, the more 
likely Web pages would show up as options 
for surfers to click on. The more workyou did 
to include the right keywords, the more suc- 
cessful your Web site. This is the way to 
attract more visitors, isn’t it? 

Bob Rouse, director of TC1A 
Accreditation, has discovered that it’s not so 
simple anymore. And tree care companies 
need to understand this strategy for their Web 
sites, too. 

With the advent of contextual targeting, 
pay-per-click, search engine marketing and 
optimization on the Web, many marketers are 
finding that in order to increase the likelihood 
of their Web sites popping up front and cen- 
ter when Internet users search, another tool is 
necessaiy. It’s called money. Search engine 
marketing (SEM) is being redefined. 

Paying for premium placement within 
search engines may make some Web site mar- 
keters feel like the rules have been changed in 
the middle of the game. After all, the Internet 
was perceived as the Great Equalizer - a won- 
derfully democratic new world where 
companies that made the best use of technol- 
ogy, graphics and marketing strategy could 
win regardless of their size. Search engine 
“rankings” under this Samson can beat 
Goliath model were the spoils that went to the 
most diligent and clever Web masters regard- 
less, in large part, of spending. 


Internet Searches for 

Accreditation by 


Vendor/Type - Summary 


Total 

Imnressions 

Clicks 

January 

Yahoo Search 

12,045 

83 

February 

Yahoo Search 

17,001 

77 

March 

Yahoo Search 

25,974 

101 

April 

Yahoo Search 

101,067 

710 

Google Search 

91,676 

959 

Total for April 

192,743 

1,669 

May 

Yahoo Search 

120,452 

1,163 

Google Search 

113,892 

1,302 

Total for May 

234,344 

2,465 

June 

Yahoo Search 

73,207 

927 

Google Search 

166,203 

1,441 

Total for June 

239,410 

2,368 

Year to Date 

Yahoo Search 

349,746 

3,061 

Google Search 

371,771 

3,702 

Total year to date 

721,517 

6,763 


Alas, all that is changing. According to 
research conducted by SEMPO (Search 
Engine Marketing Professional Organization), 
a non-profit whose mission is to increase 
awareness and promote the value of Search 
Engine Marketing worldwide, search engine 
paid placements topped $3 billion in 2004. 
Furthermore, survey respondents indicated 
that they plan to increase SEM spending by 41 
percent for 2005. 

“It’s becoming a ‘pay-to-play’ game these 
days in the search engine space,” says Rouse. 


He has been diverting a portion of the 
Accreditation department’s marketing budget 
into SEM to test the results. In a series of 
tests on the largest search engines, where 
marketers bid for text string keywords, Bob 
has honed his skills at maximizing the num- 
ber of times the Tree Care Industy becomes 
the go-to for consumers searching for tree 
care solutions. From (anuaiy through May of 
this year, he has succeeded in increasing the 
number of TCIA impressions through search- 
es by 40 times (in May alone, TCIA garnered 
more than 400,000 impressions). 

Web surfers searching on TCIA’s keywords 
are presented with the chance to find an 
accredited commercial tree care company in 
their area. When they click on TCIA’s mes- 
sage, they are redirected to the TCIA 
Accreditation Web page and also to the TCIA 
Member Search program. 

Is search engine marketing of this type pay- 
ing off? According to Rouse it is. He promises 
that these efforts will continue to grow 
because of the powerful branding benefit to 
TCIA Accreditation, TCIA accredited compa- 
nies and TCIA member companies. 

“We are dedicated to making TCIA 
Accreditation the de facto standard by which 
consumers measure commercial tree care 
companies.” 

Exactly which engines and search strings 
does this search engine marketer bid on and 
how much does he bid? 

“That’s top secret,” says a smiling Rouse. 

For more information on SEM, visit: 

► www.sempo.org/index.php 

► www.google.com/services/ 

► http://searchmarketing.yahoo.com 

► www.superpages.com 

Brian Garnick is director of marketing for 
TCIA . 


No more spam faxes - Senate passes Junk Fax Act 


I n 2003, the Federal Communications Commission (FCC) issued reg- 
ulations to alter the treatment of fax communications under the 1991 
Telephone Consumer Protection Act. The proposed FCC regulations 
would have repealed the “established business relationship” (EBR) 
exception, which had governed facsimile communications for over 10 
years. Instead the FCC’s proposed regulations would have created a 
new standard, where the sender of a fax had to have written permission, 
in advance, before being able to send an unsolicited commercial fax. 

On July 9, 2005, President Bush signed the Junk Fax Prevention Act 
of 2005. The bill maintains the “established business relationship” 
(EBR) exception that allows associations and businesses to send unso- 
licited commercial faxes to their members and clients, and to others with 
whom they have an existing business relationship. As of now, there is no 
time limit on the EBR. The FCC does have the authority, after three 


months, to determine whether a time limit on the EBR is necessaiy. 

In addition to restoring the EBR, the fax bill requires that all unso- 
licited commercial faxes include an “opt-out” provision on the first 
page, providing a cost-free, 24-hour means for the recipient to request 
to be removed from the fax distribution list; and requires that fax num- 
bers (other than those in the possession of the sender prior to the 
enactment of these new provisions) be obtained either directly from the 
recipient or from a public source to which the recipient gave the num- 
ber for publication (i.e., a Web site, advertisement or directoy). 

Remember to follow these rules when sending faxes. It is possible for 
the recipient of an unsolicited fax advertisement from someone they do 
not have an EBR with to sue the sender for up to $1,500 per fax. 

Remember also to check the laws in your state. The federal junk fax 
bill does not pre-empt state fax laws. 
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Student Career Days at TCI EXPO 


T CIA helps to shape the future of the tree 
care industry by hosting the annual 
Student Career Days in conjunction with TCI 
EXPO. Historically, more than 200 students 
in two-year and four-year collegiate programs 
as well as students in vocational training pro- 
grams attend EXPO for free and participate in 
a number of events created exclusively for 
their benefit. This program opens their eyes 
to the world of commercial arboriculture. 

The 9th Annual TCIA Student Career Days 
events will be held during TCI EXPO 2005 at 
the Greater Columbus Convention Center and 
Goodale Park in Columbus, Ohio. This year, 


Freeman Parr Award 

P rofessionalism can be expressed in many 
ways. Tree service companies display pro- 
fessionalism by how they communicate with 
clients, each other, the general public and 
employees. 

For more than 15 years, the Freeman Parr 
Award has recognized excellence in commu- 
nication among TCIA member tree care 
companies. Over the years, the program has 
steadily grown in size and scope. The sophis- 
tication of the entries has grown as well. 

TCIA Safety Award 

S afe attitudes and behaviors are critical in 
the future of your business and for the 


because of EXPO'S Wednesday through 
Friday format, the student events have been 
concentrated on Thursday and Friday (Nov. 
10-11) to have less impact on students' class 
attendance. 

How do I participate? 

TCIA Student Career Days as well as TCI 
EXPO 2005 events are free for pre-registered 
students and their advisors, so pass this infor- 
mation to any instructors or students you 
know that should attend and encourage them 
to register. To start the pre-registration 
process, they can download the pre-registra- 


future of the industy. TCIA’s Safety Awards 
program recognizes exemplaiy action in two 
areas. The Outstanding Individual/Crew 
Performance award recognizes an individual’s 
or crew’s heroic reaction to an emergency sit- 
uation. The Outstanding Company 
Contribution award recognizes a member’s 
proactive program to address safety issues 
within its own company or within a larger 
sphere of influence. 

The deadline for this year’s nominations for 
both the Freeman Parr and TCIA Safety awards 
is November 15. Entries will be displayed and 
winners announced at TCIA’s Winter 
Management Conference in February 2006. 

To enter, you may use the applications in 
this Reporter or download an application 
from our Web site, www.tcia.org. 


tion form for thisyear's event at www.tcia.org. 

TCIA Active member firms interested in 
supporting the industry and gaining exposure 
to the students at EXPO can sign up for a 
booth at thisyear's fobs & Internship Fair on 
Friday, November 11. Reserve your booth now! 
Your $500 registration (non-TCIA members 
$700) provides you with a 10 by 10 foot 
exhibit area and includes a six foot draped 
table and three chairs as well as lunch and 
complimentary trade-show-only registration 
for up to four company representatives. 

Contact Debbie Cyr at cyr@treecareindus- 
try.org for more information. 

Passports needed for 
Winter Management 
Conference 

Starting Dec. 31, 2005, all travel- 
ers to Canada, Mexico, the 
Caribbean and Bermuda must have 
a passport in order to return to the 
United States, officials announced 
last month. 

That means attendees at the next 
Winter Management Conference, 
scheduled for Feb. 12-16, 2006 at 
the Marriott St. Kitts Resort, St. 
Kitts, West Indies, will need a pass- 
port. 

Take those pictures early! 


Freeman Parr & Safety Awards 
honor professionalism 


Landscape Tree Factsheets CD 


A new tool designed to help in selecting 
the most appropriate trees for 
landscaping communities in tem- 
perate regions of North America 
is now available. The Landscape 
Tree Factsheets CD has an 
interactive database with infor- 
mation and 567 color photos of 
210 tree species and cultivars. 

The factsheets and photos were 
adapted from the Penn State book 
Landscape Tree Factsheets , including 
Evergreens for Screens . Also included are 
pages of advice about proper tree selection, 



analyzing planting sites, utility-compatible 
trees, selecting species and cultivars, 
procuring trees from nurseries, 
planting methods, and after care. 
Users can browse through 
complete lists of either com- 
mon names or scientific names. 
By scanning 16 kinds of sym- 
bols in a table, they can select 
several potential choices accord- 
ing to mature size of trees, 
site-related adaptive traits, and ornamental 
characteristics. Clicking on a name brings up 
the factsheet of interest. 


Each factsheet has standardized informa- 
tion on height, width, hardiness zone, crown 
shape and texture, foliage, flowers, fruit, a 
description of origin and special features, 
advantages, disadvantages, and appropriate 
sites and culture. There are one to three 
color photos of each tree, which can be 
enlarged and copied for educational purpos- 
es such as slide shows or brochures of tree 
commissions. 

To order the CD, contact Professor Hemy 
Gerhold, at 109 Ferguson Building, University 
Park, PA 16802, by phone at (814) 865-3281, 
or via e-mail at hdg@psu.edu. 
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EXPO speaker to make command performance 


J ohn Spence spoke for only one hour at 
Winter Mangement Conference this past 
spring and was so dynamic that attendees 
reouested - no, demanded - that he be 
brought back for a longer time period. One 
hour was simply not enough. 

TCIA responded. 
Spence will 
deliver the keynote 
address to open 
TCI EXPO in 
Columbus, Ohio, 
on Wednesday, 
Oct. 9. He will also 
lead an all-day pre- 
EXPO workshop 
Tuesday, Oct. 8, on 
strategic business 
planning. 

Based on more than five years of research 
and benchmark studies of the best practices 
at top corporations around the world, this 
intensive full-day workshop exposes senior 
managers to the most innovative ideas, tools 
and methods for dramatically improving busi- 
ness success. 

Workshop attendees will: 

► Use a custom workbook full of clear 
examples. 

► Take “Effectiveness Audits” to compare 
their firm against key success factors of 
benchmark companies. 


Book your hotel and other 
travel arrangements now 

Host Hotel 

Hyatt Regency Columbus 
350 North High Street 
Columbus, OH 43215 
(phone) 614-463-1234 
Single/Double Occupancy: $130 
(please reference the Tree Care 
Industy Association/TCI EXPO to 
ensure the preferred rate.) 

Additional hotel 

Druiy Inn & Suites 
88 East Nationwide Blvd. 

Columbus, OH 43215 
(phone) 800-325-0720 
Single/Double Occupancy: $89.99 
(please reference the Tree Care 
Industy Association/TCI EXPO to 
ensure the preferred rate.) 



“Making the very complex awesomely sim- 
ple” is John Spence’s mission. 


► Complete a “Personal Action Plan” to 
implement ASAP. 

► Understand the fundamentals of busi- 
ness plan creation. 

► Begin the development of an actual plan 
in the session. 

TCIA encourages participation from man- 
agers in all departments of your business to 
integrate strategic vision into operations. 
Respected and trusted as a knowledgeable 
advisor, Spence is the author of “Excellence 
by Design: Leadership” and has delivered 
workshops, speeches and consulting to more 
than 280 organizations worldwide. 

Spence will then kickoff EXPO with his 
presentation, Excellence by Design, 
Wedneday, at 8 a.m. 

This presentation is described as a power- 
ful, insightful and potentially life-changing 
look at what it takes to achieve excellence in 
business and life. With real-life examples, 
Spence lays out, step-by-step, what an indi- 
vidual or organization must do to achieve 
uncommon success. This highly motivational 
presentation is grounded in research and 
common sense. Complex issues are present- 
ed in a simple, straight forward manner. 

To register to attend TCI EXPO, call 1- 
800-733-2622 or e-mail info@tcia.org. For 
more information about TCI EXPO, visit: 
www.tcia.org. 


TCI EXPO ’05 
looks like 
biggest yet! 

TCI EXPO 

Wed., Nov. 9-Fri., Nov. II 
Columbus, Ohio 
The Tree Care Sales 
Event of the Year” 

Regularly billed as the largest 
tree care show ever, this year’s TCI 
EXPO is taking that acclaim to a 
new level. This year’s show already 
has 672 booths reserved, 40 more 
than the previous high, which was 
at Detroit in 2004. And that is 52 
more booths than were filled in 
Baltimore in 2003. With three 
months to go, the number of 
exhibitors was at 152. 

TCIA staff are planning for TCI 
EXPO to be the largest yet, with 
more than 2,500 Qualified buyers 
projected to attend. 

“It is the best show I have ever 
attended. I highly recommend it.” 
says Paula Russell, marketing man- 
ager for RAYCO Manufacturing. 

“Face-to-face time with cus- 
tomers is very important to us ... 
But a trade show presence is only 
effective if the attendees want to 
be there. With TCI EXPO they do 
...” says Chris Nichols, product 
manager for Vermeer 
Manufacturing. 

This show was sold out, but 
TCIA has added additional floor 
space. 

To exhibit at TCI EXPO, call 
Sachin Mohan, vice president of 
corporate relations & marketing, at 
(516) 625-1613 or 1-800-733-2622: 
or e-mail Mohan@tcia.org. For 
more information about TCI 
EXPO, visit: www.tcia.org. 


EXCELLENCE 



TCIA REPORTER 


AUGUST 2005 13 




WORD FROM 


Federal motor 
compliance in 

T he tree care industy harbors differing 
views on the merits of mobilizing crews 
to respond to weather emergencies. Storm- 
chasing, as it is sometimes called, is 
perceived by some to be an unprofitable 
boondoggle, by others as golden opportu- 
nity. 

The inescapable reality in all cases is that 
in moving out of a normal operating area 
and possibly across state lines, the tree 
service provider can run afoul of Federal 
Motor Carrier Safety Administration 
(FMCSA) requirements for driver and vehi- 
cle fitness. 

Emergent exemptions 

Driver/vehicle fitness rules are not sup- 
posed to be applied to any motor carrier or 
driver operating a commercial motor vehicle 
to provide emergency relief during an emer- 
gency, subject to the following: 

► In regional emergencies, an exemption is 
effective only when an emergency has been 
declared by the president, the governor, or 
their authorized representatives having 
authority to declare emergencies; or when the 
FMCSA field administrator has declared that 
a regional emergency exists. 

► This exemption does not exceed the dura- 
tion of the motor carrier’s or driver’s direct 
assistance in providing emergency relief, or 30 
days from the date of the initial declaration of 
the emergency or the exemption from the reg- 
ulations by the FMCSA field administrator, 
whichever is less. 

► In local emergencies, the exemption is 


carrier safety 
storm season 

effective only when an emergency has been 
declared by a federal, state or local govern- 
ment officials having authority or the FMCSA 
field administrator. A local exemption ends 
with the motor carrier’s or driver’s direct 
assistance in providing emergency relief, or 
five days from the date of the initial declara- 
tion, whichever is less. 

Notably, FMCSA’s regulations do not 
create an exemption each and every time 
the power goes off, regardless of how wide- 
spread or serious the impact may be. Only 
when there is a declaration of an emergency 
by a public official authorized to do so is it 
safe to venture forth. A call reporting a 
downed power line, whether directed to the 
state police or a public utility company, 
does not create a declared emergency. The 
authority to declare emergencies has been 
delegated to different officials in the vari- 
ous states. 

What employers report as especially frus- 
trating and costly is the gauntlet crews must 
run state-to-state. It is tree care owners’ expe- 
rience that “DOT enforcement” at the state 
level can be subjective and selective, even 
though FMCSA’s federal guidelines should 
prevail. Thus, even when the crew has all the 
necessay paperwork to avoid a monetay 
penalty, they may not be able to avoid costly 
delays at the side of the road while it is all 
sorted out. 

Hours-of-Service rules 

The first rule of storm-chasing is that crews 
typically have to travel long hours to get to the 





work. Flours of Service (HOS) rules governing 
how long an employee may drive in a given 
period of time may come into play. Property- 
carying commercial motor vehicle (CMV) 
drivers may not drive: 

► More than II hours, following 10 hours 
off-duty. 

► Beyond the 14th hour after coming on- 
duty, following 10 hours off-duty. 

► After 60/70 hours on-duty in 7/8 con- 
secutive days. - A driver may restart a 
7/8 consecutive day period after taking 
34 or more consecutive hours off duty. 

Penalties for non-compliance 

Drivers or carriers who violate FIOS and 
other FMCSA rules face serious penalties: 

► Drivers may be placed out-of-service 
(shut down) on the roadside. In the case 
of FIOS violations, it is until the driver 
has accumulated enough off-duty time to 
be back in compliance. 

► State and local enforcement officials may 
assess fines. 

► FMCSA may levy civil penalties on driver 
or carrier, ranging from $550 to $11,000 
per violation depending on severity. 

► The carrier's safety rating can be down- 
graded for a pattern of violations. 

► Federal criminal penalties can be 
brought against carriers who knowingly 
and willfully allow or reouire FIOS viola- 
tions. 

Companies planning to render assistance 
in the aftermath of the next big weather emer- 
gency should take heed. 


Collier, Dziedzic to serve on TREE Fund Board 

Terrill Collier, president of Collier Arbor Care in Clackamas, Ore., begins 
serving a one-year term as the TCIA Board member on The TREE Fund and 



TREE FUND 


Tree Research & Education Endowment Fund 

year of a three-year term on The 
Lanphear’s resignation. 


Executive Committee, from 
August 2005 through 
August 2006. 

Matt Dziedzic, of 
Autumn Tree Care Experts, 
Inc. in Glenview, 111., has 
been elected by the TCIA 
Board to fulfill the third 
Fund left vacant with Lauren 


TCIA Board election ballots coming 
in August 

The ballots for the TCIA Board of Directors vote are 
being mailed in early August to each member. Please be 
sure to vote. There are two vacancies to be filled. 
Candidates are: 

► Ron Keith, president, Shawnee Mission Tree Service, 
Inc.; Shawnee, Kan. 

► Ben Tresselt, president, Arborist Enterprises, Inc.; 
Lancaster, Pa. 
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Diane Morgan is TCI As new meeting planner 


D iane Morgan has been hired to fill the 
position of meeting planner for TCIA, 
responsible for planning and organizing TCI 
EXPOs, Winter 
Management 
Conferences, 

Board and com- 
mittee meetings, 

EHAP work- 
shops, and other 
TCIA events. 

Morgan takes 
the place of 
Carol Crossland, 
who left TCIA in 
March after eight 
years for another 
opportunity in 
event planning. 

Morgan has been involved in planning 
meetings of all sizes for more than 15years. “I 
love the challenge and exhilaration of plan- 
ning shows,” says Morgan. 

Over the years she has organized trade 
shows, incentive travel, executive retreats, 
board of directors meetings and special 
events, both domestically and internationally. 


“I hope to bring my creative touches to the 
TCI EXPOs to make it not only the largest of 
its kind, but seamless to attend, educational, 
enjoyable and memorable.” 

Morgan would like to help make Winter 
Management Conference an even more moti- 
vational and rejunivating experience for 
members, which, she says, will help the asso- 
ciation further enhance tree care interests 
nationally. 

“I have worked in a membership organiza- 
tion for the last seven years and fully realize 
that 'it's all about the members,' and will do 
my best to make each event they attend exceed 
their expectations,” says Morgan, adding “I 
look forward to meeting the membership at 
TCI EXPO in November in Columbus!” 

Morgan has lived on the New Elampshire 
Seacoast the last seven years with her hus- 
band, Dave, and enjoys all that New 
Elampshire has to offer, whether it is being 
out on the ocean or the lakes on their boat, 
hiking or skiing the mountains or going for a 
drive thru the Quaint New England 
villages. Her hobbies also include volleyball, 
golf, travel, gardening, in-line skating and 
“sitting on my front porch.” 


Proposed TCIA 
bylaws amendment 

The board of directors recom- 
mends approval of the proposed 
bylaws amendments (see enclosed 
insert) to allow any current board 
member to be eligible for the posi- 
tion of senior director and to allow 
the associate director to be eligible 
for senior director, and therefore, 
vice chair and chair of TCIA’s board 
of directors. 

Under association rules, the next 
step requires that the amendment be 
published to the members with 30 
days to comment. Please read the 
enclosed insert. 

Members with comments on the 
proposed changes should submit 
those comments via fax to 
(603) 314-5386 or via e-mail to 
mills@treecareindustiy.org no later 
than Sept. 30. 



Diane Morgan 


ArborSoftWorx becomes new TCIA Affinity Partner 


ArborSoftWorx 
www. arborsoftworx. com 


TCIA Afflnlrv Parmer 


I-800-49-ARBOR (27267) 


sales@arborsoftworx.com 

Products: ArborSoftWorx specializes in a feature rich suite of 
software products for commercial and municipal/campus 
arborists, landscapers and lawn care specialists. ArborSoftWorx 
enhances the productivity of your sales force, work crews and administrative staff while facilitating the growth of your business and increasingyour 
company’s profitability. 

Member Benefit: ArborSoftWorx will contribute 2.5 percent of your total software and add-on purchases (excluding third party sales) toward your 
TCIA renewal dues. An additional 2.5 percent will be contributed toward future development of TCIA educational and safety programs. 

Example: If a member company purchases $2,000 in software products directly from ArborSoftWorx, the software company will send TCIA a cred- 
it of $50 to be deposited into your membership account. An additional $50 will offset costs for future development of TCIA safety and training 
programs. Credits accumulate throughout the 12 months of membership and, when you receive your annual renewal statement, the total credits will 
be subtracted from your membership dues. Thanks to the support of ArborSoftWorx, your company can reduce its annual dues while helping off- 
set the expenses involved with keeping the industiy safe. 

Requirements: In order to receive a dues credit, your company must order software directly from ArborSoftWorx. Third party resellers do not apply. 


^ ArborSoftWorx. 

^ COMPUTING SOLUTIONS THAT WORK 


TCIA also welcomes new Affinity Partners Insight Direct - provider of leading business management automation solutions for small to medium sized compa- 
nies in the service industiy, and Standard Capital Corporation - a national provider of equipment leasing and financing services customized to fit your company’s 
needs. Insight Direct and Standard Capital Corporation will be profiled in upcoming issues of Reporter. To learn more about how your company can benefit from 
these and other TCIA affinity programs, please call 1-800-/33-2622. 
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The combined forces of AN LA, PLANET and TCI A pose at the Old Amphitheater in Arlington National Cemetery before the day’s activities commenced. 

Day of service in D.C. - renewal & remembrance 


By Peter Gerstenberger 

O n July 18, highly professional arborist 
crews from TCIA member firms in the 
greater Washington, D.C., area distinguished 
themselves and drew attention to profession- 
al arboriculture in service projects at 
Arlington National Cemeteiy and Historic 
Congressional Cemeteiy. 

The simultaneous events were part of 
Professional Landcare Networks (PLANET’s) 
10th annual Renewal & Remembrance, an 
environmental enhancement project held in 
conjunction with its Legislative Day on the 
Hill. TCIA partnered with PLANET and the 
American Nurseiy & Landscape Association 
(ANLA) in the conference for the first time 
thisyear and was invited to organize crews for 
the service project. 

Most people are familiar with Arlington, 
the most well known national militaiy ceme- 
teiy in the U.S. and one of the most popular 
sightseeing destinations in Washington, D.C. 

Historic Congressional Cemeteiy has a dis- 
tinguished histoiy. In 1816, the cemeteiy set 
aside 100 burial sites for the interment of 
members of Congress. Other sites were 
donated to or purchased by the government, 
eventually totaling 924. Generally, those sites 
were used for the interment of officials who 
died in office. Other dignitaries lie in private 



An R-TEC truck is in place for cleanup as 
a tree is taken down in Historic 
Congressional cemetery. 


plots scattered throughout the cemeteiy. 

In 1835, a receiving vault was built to hold 
remains until either the grave site could be 
prepared or transportation arranged to anoth- 
er city. The bodies of Presidents William 
Hemy Harrison, John Quincy Adams, and 
Zachary Taylor and First Ladies Dolly 
Madison and Louisa Adams were held here 
pending removal to their home states. 
Journals and newspaper articles of the 19th 
centuy hold accounts of funeral processions 
from the Capitol, which conclude at the 
Public Vault. 

Arborists and landscape and lawn care 
professionals assembled for a brief welcom- 
ing ceremony 
at the Old 
Amphitheater 
in Arlington, 
then Quickly 
dispersed to 
their work 
zones. 

Crews from 
Arborcare , 
Inc., R-TEC 
Treecare and 
Wood Acres 
Tree Service 
fertilized 
numerous 
trees through- 
out the old 
Historic 
Congressional site. The Wood Acres techni- 
cian treated two large hollies for scale. R-TEC 
provided a highly Qualified consultant to tour 
the Historic Congressional site and help pri- 
oritize future tree care to its caretakers. 

The LA. Bartlett Tree Expert Company, 
through its Northern Virginia and Mayland 
offices, installed lightning protection systems 
in large oaks at Arlington and Historic 
Congressional, respectively. 

The Care of Trees, Carroll Tree Service, 



Jim Harris of Wood Acres Tree 
Specialists in Kensington, Md., does his 
part in fertilizing trees at the Historic 
Congressional site. 

Haymaker Enterprises and Takoma Tree 
Service crews installed cable and rigid brac- 
ing in massive trees throughout Arlington. 

A crew from Davey Tree Expert’s northern 
Virginia office and two crews from R-TEC 
worked steadily in the blazing heat at Historic 
Congressional to prune a three-block stretch 
of trees overhanging a perimeter fence and to 
remove a large, hazardous pin oak looming 
over monuments at Historic Congressional. 

In all, 38 arborist volunteers provided an 
estimated $24,000 worth of services at the 
two cemeteiy sites in the span of five hours. 

Peter Gerstenberger is senior advisor for 
safety, compliance & standards for the Tree 
Care Industiy Association. 



Cleaning up was the order of the day. 
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Call for Entries 


Freeman L. Parr Outstanding Communication Awards 

For Commercial Arborists' Marketing, Advertising & Communications Materials 

TCIA Safety Awards for Safe Tree Care Operations 

For Outstanding Company Contributions to Safety and Outstanding Individual/Crew Performance 

Rules of Entry 

Tlis FVeeman L, Fair Award for outstanding communicationis given to TdAActive or Affiliate Member 
films whose cmmunications vsith the public or theirpeers make a significant contribution to the professionalism 
of the industry. The award features four entiy categories: newsletters, brochures , V/eb sites and "special” to 
accommodate entries that may not fit inthe other categories. Submissions are judged against pre-established 
criteria, and are not compared to one another. 

Outstanding Communication Award winners receive plaques . and entries selected forHonorable Mention 
receive certificates. If there are sufficient entries. TCLAwill considercreating equal awards forcompanies in 
different sise categories. Please be sure to answer the questions about the budget fbryour marketing piece and 
your firm’s annualgross sales. 

Fom 1 originals of your entry {copies aren’t acceptable) must be submitted with your entry form. In the case of 
V/eb site entries . firm 1 hard copies of representat ive pages of your site, preferably in color, must be submitted. 
Youtnay submit multiple entries in multiple categories . Please photocopy and fill out one form foreachentry. 
Entiy forms must be filled out in full for entries tobe considered byjudges. 


The TCI AS afity Awards, confirm yonr commitment to safety. Did me of your employee’s safety precautions 
prevent a serious accident? Did he teach a fellowcie wmember how to do something in a safer way? Perhaps 
he assisted in an aerial rescue operation. Add prestige and credibility to your company name and his career - 
nominate him and/or his crew. They deserve recognition, and. sodo you! 

You’ll find two f tarns to nominate individuals, crevss and/orbusinesses in areas of outstanding performance 
applications in accident prevention or acts of heroism doling 2005 {Nov. 1 5 , 2004-Nov. 14, 2005) . Please provide a 
photo of the individuals) being nominated. Provide as much detail as possible, and use additional paper 1 if needed. 

Vfith respect to the Outstanding Company Contribution Award, please note that a year of no accidents - while 
commendable - is not grounds for recognition unless you can point to specific activities that resulted in an 
accident-free year. Artwork and/or photos are requested to depict your recognition efforts. 


AD entries; must be received at the TCIA office by Nov, 15, 2005, 

Winners will be recognized and copies: of entries will be on display at the 
TCIA Winter Management Conference, Feb, 12-lfi, 2005, in St, Kitts:, West Indies, 




WHifrnii mu 


Please type, or print: 

Nam* of film : 

Address : 

City: 

Connhy: 

Entry submitted by: _ 

Phone 

Company V/eb site : _ 


Brochure Entry Form 

Freeman L. Parr Memorial Award 
far Outstanding Communication Achievements 
in the Field of Commercial Arboriculture 



VHIttFfUl tUt 


State: Zip/Postal Code: 


Fax 


E-Mail 


Abowt iPis entry: 

* Ei what year was this entiy produced: 

* Approx, number distiibotedinthe past 12 months: 

* The entiy is distributed to: 

* Method{s) of distribution: 

* Total budget for this piece, including design, printing andmailing was , and my film’s approximate 2005 

gross sales are % . 

Your purpose for creating this piece : 


The measurable objectives for the piece: 


Describe what success you have had in reaching your objectives: 


Provide any additional infoimation that yon feel is important : 


Alt entries mw&t be received at the TCIA office by Nov. I5 r 200b. Mail four (4) originals (copies are not 
acceptable) of itfiiS entry wi'fiV fftis completed form to: 


Tree Care Eidustiy Association 
3 Perimeter Road, Unit 1 
Manchester, NH 03 103 
1-3 00-733-2 422 








Newsletter Entry Form 

Freeman L. Parr i Memorial Award 
fa r Outstanding Communication Achievements 
in the Field of Commercial Arboriculture 


Address : 

City: State: Zip/Postal Code: 

Country: 

Entry submitted. by: 

Phone Fax E-Mail 

Company Web site : 

About Ifis Gt\tty: 

* How many times a year is it published: 

* Approx, number distiibntedinthe past 12 months: 

* The entry is distributed to: 

* Method{s) of distribution: 

* Total budget for this piece, including design, printing and mailing was .and. my firm's approximate 2005 

gross sales are $ . 

Your purpose for creating this piece : 




WHiirnii mu 


Pl&a£& typo or print: 
Name of firm: 


The measurable objectives for the piece: 


Describe what success you have had in reaching your objectives: 


Provide any additional information that yon feel is important : 


All OiiTif bo roooivod at SJitf TCLA by Nov. 15 t 2995. Met / pur (4) origit\x<k (OGptes a?0 not 

aOOOptahlo) of#\0 ontry wifir COtotpktdd pftn to: 


Tree Care Indus try Association 
3 Perimeter Road, Unit 1 
Manchester, NH 03 103 
1-300-733-2422 






uSa. 

maifrmi uu 

Picas# type Orpfiifit 

Name of film: 

Web Site Entry Form 

Freeman L. Parr Memorial Award 
for Outstanding Communication Achievements 
in the Field of Commercial Arboriculture 

T^A. 

mittFfui tut 

Address: 

City: 

State: Zip/Postal Code: 


Country: 



Entry submitted by: 



Phone 

Fax E-Mail 


Company Web site : 

About Efts e fifty: 


* What is your Web site address: 

* Inwhatyearwas it produced: 

* Average number of “bits” per month: 

* Total budget for our Web site was , and my film’s approximate 2005 gross sales aie 

$ . 

Your pmpose for creating a Web site : 


The measurable objectives for your Web site : 


Describe what success you have had in reaching your objectives: 


Provide any additional information that yon feel is important : 


A // be received at Efts TCIA office by Nov. 15 r 2005. Mail jbwr (4) (capitis at# naf 

acceptable) of Efts £ titty ivtEft' Eft^tC completed fa fin to: 


H'ee Care Industry Association 
3 Perimeter Road.. Unit 1 
Manchester, NH 03 103 
1-300-733-2(122 








Special Entry Form 

Freeman L. Parr Memorial Award 
far Outstanding Cammun ica t ion Achievements 
in the Field of Commercial Arboriculture 


Name of firm: 

Address: 

City: 


State: 

Zip/Postal Code: 

Country: 




Entry submitted by: 




Phone 

Fax 


E-Mail 

Company Web site : 


Abowt tPis ertry: 

* In what year was thisenliy pi-otlncetl: 

* Approx. number distiibntedinthe past 12 months: 

* The entry is distributed to: 

* Method{s) of distiibution: 

* Total budget for this piece, including deign printing and mailing was .and my film’s approximate 2005 

gross sales are .£ . 

Your purpose for creating this piece : 




maiirnii uu 


Please type or prirt: 


The measiuable objectives for the piece: 


Describe what success you have had in reaching your objectives: 


Provide any additional infoimation that yon feel is important : 


A// (aflfrtes a«rr£f be received at Efts TCIA office by Nov. IS, 200S. Mail Jbixr (4) origimrfs (copies ate rot 
acceptable) of Efts ertfy waffr 1 Eftxic completed form to: 


Tree Care Industry Association 
3 Perimeter Road. Unit 1 
Manchester, NH 03 103 
1-300-733-2422 








TREE CARE INDUSTRY ASSOCIATION. INC. 


TCIA. 

maivnn uu 


SAFE TREE CAREOPERBIIONS 

OUTSTANDING INDIVIDUAL/CREW 
PERFORMANCE AWARD APPU CATION 


tSa. 

VHIttFfUR tnt 


I wonldlike the TCLAto l&cpgniae the follovsing individuals) or crew(s) frcm my company for exemplary 
performance in the area of accident pis ventionor act ofheroism in 2005 {Nov. 1 5 , 2004-Nbv. 14,2005) . 

Employee(s) to be considered for recognition: 


Names : 


iTi-iVy-': nciiT >'e ry^;) 


Inscribe below the acti vity a 1 the act for which yon would like the above recognised by the TCIA. Please 
provide as much detail as possible, tremors paper if needed. 


□ Please use the enclosed photo of the individuals) I am nominating inyourrecognition efforts. 

Your Signature 

Flint Name 

Company Name 

City & State 

Phone Fax E-Mail 

Company Web site: 

AU (tfifrias IjA r&TAiv&f >A ffits TCIA officA by h'fri 15, 2005. M«Y to: 
T€1A,3 Perimeter Road, Unit 1, Manchester, NH 03103. Phone: l-S00-733-2iS22 



THEE CARE INDUSTRY ASSOCIATION. INC. 

SAFE TREE CARE OPERATIONS 

OUTSTANDING COMPANY 
CONTRIBUTION (WARD APPLICATION 

I would like the TCIA torecogniae my company for the following proactive peifermance and/or exemplary 
contribution in the area of safety or accident prevention in 2005 {Nov. 1 5, 2004-Nov. 14>2005). 

Company to fee considered tor recognition: 




\K-df. Oc t/j.-i >iil ■yiiMLoi;,! mini hi. Suri SHtt £i vrfritii -/in iK-: 

Average number of field employees OR total horns worked by field employees in 2005. 

Inscribe below the activity or contributionfor which yon would like the above recognised by the TCIA. Please 
provide as much detail as possible. Use more paper if needed. Please note that a year of no accidents . while 
commendable „ is not grounds fer this recognition w/ufess yon can point to i certvf PSas that teaYsatf yon to 

have an accident-free year. 


□ Please use the enclosed photo of the indradnal{s) I am nominating inyonrrecognition efforts. 

Your Signature 

Flint Name 

Company Name 

City & State 

Phone Fax E-Mail 

Company Web site: 


All wit-fa fHXiiit bv at JfiK TCIA office by N<r± IS, 2005. Mai to: 

TCIA 3 Peiimetei' P.oa.d. Unit 1. Manchester. NH 03 103 . Phone: l-300<733-2fr22 





TCIA 

VOICE OP TREE CARE 

EXPO ‘05 


in jn 

jXiyQJ 


Employees? 

Participate in Job Fair at 

TCI EXPO'S Career Days 


livest li Yoir Compaq's Future 

Participate in Job £ In terns hip Fair; part of TCI EXFO's Student Career Days activities. 

TClA's Student Career Day at TCI EXPO '05 in Coin m bus, OH will attract 300+/- collegiate a nd vocationa I students in 
Arboriculture, Urban Forestry, Ho it and Landscape programs f rom are mid the country. 

Fill out a nd faxor mail in tli is to mn to reserve a booth at the Job & In terns hip Fair; Friday, Nov. 11 ! 

Increase yo nr com pally's visibility with tomorrow's industry leaders. Reserve yo nr booth now! 

booties) at $500 (non-lCIA mem bets $850) includes a 6 foot draped table a nd three cha iis as 'well as lunch 

and com pi imentaiytrade-s how-only registration for n ptofonrcompa ny representatives. 

Co m pa n y Na me 

Yon r Na me 

Phone Number ( ) 


Paymsit method 

□ Credit Caul (MC / Visa / AmEx) 

Number E<p. _ 

Signatn re 

□ Check enclosed, made |>ayableto ICIA 

Mail to Student Career Day, 3 Perimeter Rd., Unit 1, Manchester, NH 03103 

Please I bt your booth personnel for badges (limit four per booth): 

1 . 2 . 

3. 4. 


3 Perimeter R end, Unit 1* Manchester, HH 03103 * Phone: 1-300-733-2022 * vjvjvj.tr eec a reindus try. orgr 





es \ q b lished 1938 


REE CARE INDUSTRY 


Association 


3 Perimeter Road, Unit 1 
Manchester, NH 03103 


Tel: (603) 314-5380; 1-800-733-2622 

Fax: (603)314-5386 


E-mail: tcia@treecareindustry.org 
Web site: www.treecareindustry.org 


Contact: Peter Gerstenberger 
E-mail: Peter@treecareindustry.org 

For immMate release 


Don’t Fuel the Fire 


Nearly every state has experienced fires that rage out of control in the landscape. While the largest and most dev- 
astating burn in the West, fires also spread in the East where suburb meets country, or housing development meets 
conservation land. 

Homeowners can protect their properties in two ways: 

► Design and maintain a landscape that discourages fires; 

► Build with flame-resistant materials. 

“Fires need fuel, such as dead trees, shrubs and grasses,” says Peter Gerstenberger, senior advisor for safety, stan- 
dards and compliance for the Tree Care Industry Association. “While no landscape is fireproof, there are steps you 
should take to reduce the danger.” 

The Tree Care Industry Association offers these tips for your landscape to combat wildfires. 

Reduce the amount of fuel around your home. Your landscape needs an area of reduced fuels between your home 
and undeveloped land. This provides enough distance between a building and a fire to ensure that your home can sur- 
vive without firefighters. 

All tree limbs that hang over the roof, as well as any dead branches, should be removed. Leaves, needles and other 
dead vegetation should not be allowed to build up on the roof or in gutters. No tree limbs should come within 10 to 15 
feet of your home. 

In parts of the country where wildfires are rare, an area of well-irrigated vegetation should extend at least 30 feet from 
your home on all sides. In high-hazard areas, a clearance of between 50 and 100 feet or more may be necessary - 
especially on downhill sides of the lot. 

Further from the house, install low-growing shrubs. Trees should be at least 10 feet apart, and all dead or dying limbs 
should be pruned by a professional arborist. Careful pruning preserves a tree’s appearance, enhances structural integri- 
ty, and assists in the plant’s ability to resist fire. 

The lower limbs of tall shade trees should be pruned within 6 feet of the ground. A professional climber can thin select- 
ed trees and remove dead or dying trees. Beyond 100 feet from the house, dead wood and older trees should be 
removed or thinned. 

As a general rule, the healthier the tree, the more likely it is to survive a fire. In addition to pruning, a professional 
arborist can recommend fertilization, disease treatment or pest control measures to promote healthy trees. Landscape 
design and maintenance are important factors in a home’s survival. 

What can you do? 

Homeowners who would like a professional arborist to assess their trees should contact the Tree Care Industry 
Association (TCIA), a 67-year-old public and professional resource on trees and arboriculture. TCIA has more than 
2,000 member companies who recognize stringent safety and performance standards, and that are required to carry 
liability insurance. An easy way to find a tree care service provider in your area is to use the “Locate Your Local TCIA 
Member Companies” program. You can use this service by calling 1-800-733-2622 or by doing a ZIP code search on 
the TCIA Web site, www.treecareindustry.org. 

Editors: If you would like additional information or digital photos, please contact Garvin@treecareindustry.org 
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August 2005 


Winfrey Tree Care 

A Tree Care Industry Sample 
Business Plan 


This sample plan is a tree care industry consensus sample. This sample was developed by 
reviewing, with company permission, real business plans in use by TCIA accredited companies. 

Business plan formats are similar for companies of all sizes, so this plan will benefit an owner of 
any company, no matter the size. 

The plan is based on companies with approximately 15-25 employees and gross sales of $1 to 
$3 million. Although this is larger than the median tree care company, this size was used since 
it allowed us to present many interesting and realistic scenarios. 

A smaller company can use this format, but would provide less detail. 

A larger company should consider consulting experts, advisors or using other forms of contract 
services to help develop or facilitate their strategic business plan. 


© Copyright 2005 Tree Care Industry Association, www.treecareindustry.org 
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Executive Summary 


Winfrey Tree Care (WTC) is a full service tree, shrub and lawn care business located in 
Gainesville, Florida. We are a second-generation, family-owned business, and proud of our 
reputation as a dependable and quality-oriented arbor care services company. Our customers 
have depended on us for their lawn and tee care needs for more than 40 years. 

Company History 

In 1957, Jack Winfrey founded what was then known as Winfrey Landscape Company in Ocala, 
Florida. He had previously worked for his brother who had an Arboricultural business in Atlanta, 
Georgia. A self-educated man, Jack started specializing in insect and disease control and 
fertilization in the early 1950s. His hard work, dedication to quality, striving to learn about plant 
problems, and the willingness to share his knowledge earned him the respect of his peers, 
industry professionals, and university personnel. 

John Winfrey, Jack’s son, became president of Winfrey Tree Care, Inc. in 1981. John has a 
degree in Entomology, pest management, from Florida State University. John has been a leader 
nationally in pioneering the Plant Health Care concept for environmentally friendly tree, shrub, 
and lawn care. In addition, he established pruning and lawn care departments, resulting in a full 
service arboricultural and lawn care company. With the dedication of our valued employees, the 
company has steadily grown to provide quality arbor care services to over 2,500 satisfied 
commercial and residential clients. 

When John took over the family business in 1980 it was a small “Mom and Pop” business 
located in a residential home with five employees and $155,000 in sales. In 1990 the business 
was moved out of the residential house into a new one-acre facility and three-bay shop with an 
office. Substantial sales growth occurred during the 1990s in large part due to the new facility. In 
2002 Winfrey Tree Care moved to our current 12,000-sq.-ft. facility in an Industrial park in 
Gainesville, Florida. In 2005 sales are projected at over $2.5 million with 21 employees 


Mission Statement 

The Winfrey Tree Care mission statement is as follows: 

• Dedicated, since 1957, to providing personalized, professional arbor care, horticultural 
services, and consulting to the Gainesville, Ocala and Alachua areas. 

• Committed to environmentally sensitive and safe practices with services including Plant 
Health Care, Pruning, Insect and Disease Control, Fertilizing, Tree Planting and Lawn 
Care. 

• Recognized regionally by our clients and horticultural professionals for knowledge, 
experience, education, trusted advice and the highest standards of workmanship. 
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Objectives 


Our objective, at this time, is to propel the company into a more prominent market position and 
improve company infrastructure with a goal of balancing cost effectiveness and quality. We 
intend to stay within our field(s) of expertise and provide vertical service integration only. 

In support of this primary objective, we intend to continue to follow a controlled growth model to 
build our business in our target market area, with the eventual intention of expanding services to 
include the southern suburbs of Jacksonville, Florida. It is our aim to increase company sales by 
a minimum of 7 percent for the next three years, allowing us to gain sufficient market share and 
profitability to internally finance a significant portion of our expansion. We will maintain and 
enhance our excellent reputation of quality work, reliable customer service, and trusted advice. 
We will continue to invest in the training and development of our employees for the skills that 
they need to provide knowledgeable customer service and a safe working environment. We will 
also support our personnel with computers, vehicles, tools and equipment that are well 
maintained and allow them to operate as productively and efficiently as possible. 

Another main objective for 2005 is to attain Tree Care Industry Association (TCIA) Company 
Accreditation. This would differentiate our company from the rest of the marketplace for tree 
care. By adopting TCIA’s model safety program and tree care apprentice programs, this will 
enhance training of company employees and promote safe work practices. 

Long term, WTC may look to acquire another company in our marketplace to help fuel our 
growth and acquire key talent. Additionally, a second office location on the west side of town 
may be utilized in order to reduce drive time to client locations and increase efficiency. 


Company Summary 


Company Ownership 

Sheila and John Winfrey own Winfrey Tree Care Inc. John took over ownership from his father, 
Jack, in 1981 . 

Management Team 

The management team consists of the owner and department supervisors. Meetings are held 
on a weekly basis to track sales and production as well as personnel and other issues. The 
team consists of the following employees: 

• John Winfrey-owner and president. Has B.S. degree in Entomology-Pest Management 
from Florida State University. John is a Florida Certified Nursery Professional and a 
licensed Landscape Contractor. 
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• Katie Malcolm-general manager. Katie has been with WTC for five years. Previously 
she was the general manager for Skinner Nurseries. She has a vast understanding of 
the tree care industry as well as superb management and organizational skills. Katie has 
a B.S. in Marketing, with a business minor, from the University of Georgia, 1989. 

• Chris Cuadras-sales manager. Chris has been with the company for nine years and is a 
certified arborist. He is well respected within the tree care industry and seen as a trusted 
advisor to our top-level clients. Chris has B.S. degree in Urban Forestry, with a business 
minor, from Florida State University, 1986. Chris worked for large commercial tree 
company in Chicago area from 1988 to 1992 in the capacity of regional sales manager, 
and for an area WTC competitor from 1992 to 1996. 

• Larry Dobbs-pruning department supervisor and sales. In total, Larry has been with 
WTC for 10 years and is a certified arborist. Originally hired by WTC in 1984, rehired in 
April of 2002. Between 1990 and 2002 he worked for a large tree care contractor in 
Houston, Texas, where he managed multiple crews and was responsible for their day-to- 
day operations. Larry holds a Botany degree from University of Wisconsin Milwaukee, 
1985. 

• Tony DiFranco-plant health care supervisor and sales. Tony has been with the company 
for 1 1 years and is a licensed Pesticide Applicator. Tony has worked for several large 
tree care companies and held a number of different supervisory positions and is 
outstanding in his field. 

• Tim Williams-pruning department foreman and training officer. Jim has been employed 
at WTC for 15 years. Much like Tony DiFranco, Tim has a long and distinguished track 
record in the industry and has worked in key positions for two other leading tree care 
firms. 

Company Location and Facilities 

The Company is located in an industrial area near the 1-75 freeway at 7208 NW 43rd Street 
Gainesville, Florida. The company moved into this facility in 2002 when it outgrew the previous 
facility located in Gainesville on Archer Road. The current facility is expected to accommodate 
the projected growth of employees and equipment for the next 10 years. The facility is a 28,000 
sq. ft. concrete tilt-up building located on four acres of industrial-zoned land. Winfrey Tree Care 
occupies 12,000 sq. ft. and the other part of the building is leased to two other tenants. John 
and Sheila Winfrey own the building and property. There is inside storage for all the trucks and 
a separate mechanics bay and attached yard area for outside storage. The office is a 2-story 
complex with the lower floors for office and management staff and the upper floor is a crew 
room area. 

Company Goals and Objectives 2005 - 2009 

The following are our long-term goals and objectives: 

1 . Attain Tree Care Industry Association’s accredited tree care company. 

2. Focus marketing efforts to existing clients and selected companies meeting our 
demographic criteria. Use newsletter as the main sales vehicle for these audiences. 

3. Increase company sales by a minimum of 7 percent each year. 

4. Add a new full-time salesperson by year-end 2005. 
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5. Enhance Company image as providers of information to the media, industry 
professionals and the public by Web site, newsletter, information sheets, public relations 
announcements, sponsorships, awards, and lectures. 

6. Add two golf courses as clients over next three years. 

7. Special focus on PHC and lawn sales. 

8. Formalize the budgeting process by involving the full management team. 

9. Implement a succession plan. 

10. Change the company pension plan to a 401 (k) plan. 

1 1 . Acquire another local company to grow sales or obtain key personnel. 

12. Look to start a second branch office in west Gainesville to cut down on travel time and 
increase customer service. 

Services 

Our company’s motto of being “environmentally friendly” supports and drives the type of 
services we offer to our clients. We have chosen to specialize in arboricultural services, which 
differentiates us from the typical landscape maintenance company. We have the expertise and 
the special equipment to offer a wide menu of services that most landscape maintenance 
companies don’t have the capacity for, such as high-climbing tree pruning and insect and 
disease control. 

Service Descriptions 

Pruning 

Our Arborists prune and shape trees and shrubs with health, safety and artistic considerations 
in mind. We prune to emphasize a tree’s natural shape. If a tree must be removed, our expert 
professionals can safely take it down. If the tree has structural problems, we can cable it to 
increase its safety. In natural disaster situations we provide priority, emergency tree damage 
service to our clients. We also provide stump-grinding services. All of our work is performed in 
accordance with ANSI A300 tree pruning standards. 

Plant Health Care 

Our Plant Health Care program integrates the most holistic and state-of-the-art approaches to 
tree and shrub care, from roots to shoots. This program consists of scheduled diagnostic 
inspections that enable us to detect and treat problems before they damage plants. After each 
inspection we provide a comprehensive report of our findings and treat each landscape as 
necessary for harmful insects and diseases. We always suggest and implement solutions that 
are environmentally friendly. 

Targeted Insect and Disease Treatments 

WTC custom designs a pest control treatment program to fit the needs of the client and their 
landscape. This scientific approach eliminates unnecessary treatments and gives plants the 
individual care they require while protecting the environment. 

Landscape Weed Control 

WTC utilizes special treatments to control existing weeds. We also customize programs to 
prevent and control weeds year-round. Pre-emergent weed prevention is applied twice a year. 
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Organic Based Lawn Care 

WTC specializes in growing beautiful and healthy Florida lawns. Our organic-based programs 
provide fertilizers and nutrients based on the grass species, growing condition, and soil 
analysis. We apply weed and insect treatments only if they are needed. We also provide core 
aeration to prevent thatch build up and to allow more air, water, and nutrients to get into the root 
zone. We also provide soil testing and disease treatments. 


Tree and Shrub Fertilization 

Proper nutrition is one of the most important factors in plant health care. A properly fertilized, 
vigorous plant is more resistant to problems like insects and diseases. At Winfrey Tree Care, we 
use specially formulated slow release nutrients that provide the necessary elements for proper 
health and nutrition of plants. We also offer a new service that treats plants with a beneficial root 
fungus and root stimulant called Mycorrhizae. This all-natural product improves root 
development, aids in water and nutrient absorption, and helps protect against certain root 
diseases. 

Consulting and Diagnosis 

Winfrey Tree Care offers the following consulting and diagnostic services: Hazard tree 
evaluations, plant problem diagnosis and solutions, tree protection planning and supervision for 
construction sites, soil analysis and fertilization recommendations, and tree valuations for tax 
and insurance purposes. 


Average Distribution of Products/Services for 2000 - 2004 



□ Series 1 


1 = Pruning @ 25% 2 = Health Care @ 13% 

4 = Weed Control @ 16% 5 = Lawn Care @ 23% 

7 = Consulting/Diagnosis @ 4% 


3 = Insect/Disease @11% 
6 = Fertilization @ 8% 
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Research and Development 

Winfrey Tree Care is committed to staying on the cutting edge of technology in Arboriculture. 

We are early adopters of new technology such as being pioneers in Plant Health Care 
Programs, mycorrhizae (beneficial root fungus) root inoculation services and air-spade root 
crown excavations. We do extensive experimentation and have programs for organic pest 
management techniques. 

Through feedback evaluation, service tracking and customer surveys, WTC is constantly looking 
for new products and services that our clients need or are requesting. Currently we are 
experimenting with technologies that will help control yellow jacket wasps and moles, which are 
two of the most common client problems our customers report about their landscapes. 

For the last two years we have market tested tree-planting services for our clients, supported by 
a small nursery that is owned by John Winfrey. These services have been well received by our 
clients and are starting to build in sales. At this time, our major concern with the tree-planting 
project is finding qualified personnel to manage this program. It is critical that WTC not tarnish 
out reputation within the community, and if we are unable to locate the key personnel needed to 
run the operation exceedingly well, we will abandon this aspect of the business. We have set an 
internal cut-off of September 1 , 2005 for making a decision on the viability of this division. 


Staff 

Winfrey Tree Care currently has a staff of 21 employees. There is a six person management 
team. Four people from the management team also are the sales staff. However all employees 
can sell and receive a commission on sales. We have an ongoing sales training program for 
training production workers in sales. 

Office staff consists of four people with Joan Machias as the office manager. 

There are 16 production employees that are divided into two departments. The Departments are 
Pruning and Plant Health Care. Following is our organizational chart as of October 2004. 
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Service Delivery 


A key company value of WTC is to provide the most innovative and highest quality equipment to 
our employees so that they are as efficient and productive as possible. We also spend 
considerable amount of time evaluating employees and coaching them in professionalism, 
customer service and effective time/project management. We track the profitability of each 
pruning job and all billing hours by month and by department. Although we are always striving 
for improvement, we feel that our crews currently do a superb job delivering a quality product 
and friendly, knowledgeable service. To avert any issue, we have also implemented a formal 
complaint resolution process which is included in our company handbook. 
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Company Situation Analysis 

Strengths 

■ Established community name - strength 

■ Proven protocols and deep experience base - strength 

■ Computer technology applications leader - strength 

■ Client computer data management system - strength 

■ Dedicated tracking of all financial and performance numbers - strength 

■ Employ certified arborists - strength 

■ Generation of increasing revenues and net incomes - strength 

Weaknesses 

■ Average marketing initiatives - weakness 

■ Passive sales techniques - weakness 

■ Lacking in Quality Assurance inspections and field follow up - weakness 

■ Lack of attracting high quality workers limits revenue potential - weakness 

■ Rolling stock and equipment needs upgrading- weakness 

■ Client perception that prices are high with satisfaction levels sometimes in 
only the medium range - weakness 

Opportunities 

■ Get the new tree planting division on an even keel and generating positive 
cash flow and word-of-mouth referrals. 

■ Gain TCIA Accreditation and market it to residential and commercial clients 
as a unique credential for our business. 

■ Gain TCIA Accreditation and market it as the tree care industry’s equivalent 
to ISO 9000 certification programs to help land large commercial clients. 

■ Penetrate the commercial property management market - opportunity 

■ Improve the basic sales skills of arborists - opportunity 

■ Improve our marketing voice through radio advertising and a stronger web 
site presentation - opportunity 

■ Pilot stump grinding and garden care initiatives as potential long term 
enterprises - opportunity 

■ Aggressively promote our organic pest control enterprise which complements 
our plant care business - opportunity 

■ Possibly revitalize our dormant turf care division for improved sales and 
performance - opportunity 

■ Develop a hardscape division that focuses on the conservation of natural 
resources and a transformation of what is considered beautiful in the urban 
landscape - opportunity 

■ Dedicate more resources toward attracting and retaining both graduate and 
commercially experienced Arborists as permanent employees - opportunity 

Threats 

■ Can negatively impact the WTC reputation with poor service delivery from the 
tree-planting division - internal threat 

■ Can expand services and geography too quickly, resulting in cash flow and 
customer satisfaction problems - internal threat 

■ Increasing number of competitors employing and advertising Certified 
Arborists on staff to gain market share - outside threat 
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■ Can ignore our competitors and the changing environment and become pre- 
empted from seizing new opportunities - outside threat 

■ Can become complacent with past successes - internal threat 

■ Current financing scheme limits reinvestment into expansion strategies - 
threat 


Market Analysis 


Market Segmentation 



□ Mid/Upper Class Home 
Owners 

■ Condo/Property Management 
Companies 

□ Private Businesses 

□ Schools/Government 

■ Home Builders 

□ Landscape Contractors 


Target Customer Profile 

Winfrey Tree Care’s target market includes residential, commercial/municipal clients. Our 
customer base is made up of approximately 70% residential and 30% commercial properties. 
The majority of our residential sales come from single-family homes with an annual income of 
$75,000 +, 35 and older, and own their own home. Our ideal client is one who is educated and 
understands the importance of certification and experience. They also typically realize the true 
value their trees add to the value of their property. Image and professionalism are more often a 
deciding factor than price alone. 

Our commercial clients are made up of condominium complexes and private businesses, as 
well as some local government sites. We work with many property management companies and 
landscapers to augment their services. The level of expertise we provide and rapid responses to 
their project are often the primary factors with our commercial clients. 
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Competition 

Analysis of competitors in the Gainesville yellow pages reveals 13 companies advertising as 
tree services. The Jacksonville yellow pages have an additional 28. It is estimated that there are 
over 30 companies in the Gainesville metro area that offer services very similar to ours. Most of 
these companies are small 2 to 5 employee companies that do a limited scope of tree work. 
Many specialize in mainly tree removal and they compete in the marketplace strictly on price. 

Our strategy as developed and practiced by our founder, Jack Winfrey, has been to sell on the 
basis of quality, reliability and high ethical standards. As we have grown over the years these 
core values have not changed. 

There are five larger, full-service tree care companies that are our main competition. Three out 
of the four companies also offer general landscape maintenance services. 


Key Competitors 

Ocala Tree and Horticultural Specialists (OTHS): Is currently our strongest competitor, with 
focus on the removals and pruning end. It does not offer the complete portfolio of plant care 
services which we offer. However, it does offer newer trenching and mulching/grinding services 
that provide additional revenue streams to the firm. These revenue streams help to fund top- 
end rolling stock and equipment, an incredible new facility, and aggressive media and marketing 
campaigns. Though absolute service values appear to be lower than ours, surveys indicate that 
clients perceive higher value from the total offering from OTHS. This appears to result from the 
stronger ‘curb appeal’ of uniformed employees and flashier, well-maintained equipment. A 
strong media message wraps up a convincing package. 

HBC Tree Care: This firm is our major competitor in the organic pest control segment. Their 
fungicide approach differs from our own. HBC has a very aggressive sales force and is eager to 
poach any key account they can sway. They have expanded their service offerings and are 
encroaching on WTC in a number of areas. We view HBC as a serous threat in our region and 
understand that they are also considering expansion into the Jacksonville market. 

St. Vincent Tree Service: Headquartered in Palatka, this firm operates at the eastern fringe of 
our service area. It is a quality firm specializing in land clearing operations. St. Vincent is a 
valuable partner in promoting tree care visibility projects. They are not a near-term threat to any 
of our operations, except for the fact that they aggressively compete with us for experienced 
climbers. 

Posteen Tree, Inc: Owned and operated by a respected and intelligent second-generation 
caretaker, Posteen Tree offers a quality service at a fair price. Expenses are maintained at 
lower levels, given that yard location is in farm country beyond the western metro fringe, and 
equipment is well maintained though not aggressively upgraded. Posteen shares our view of 
clients and quality client service. They would be compatible with us as a potential partner or 
acquisition. 
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Greyfuss Tree: Part of a large national company, Greyfuss Tree remains insulated from the 
local tree care industry. Greyfuss focuses on large tree pruning and removal projects at the 
commercial level, though they also service some residential accounts. Greyfuss offers limited 
tree and plant health care services. They can be a stronger source of potential employees for 
us since worker dissatisfaction is consistently reported as high. 


Market Trends and Buying Patterns 

The Gainesville metro area continues to be a very desirable place to move to. Once again in 
2004, Money Magazine named Gainesville as one of the top 10 cities in America. This image 
continues to fuel new home construction and drive up property values. People are remodeling 
and improving their outdoor living spaces and are willing to spend money for services to protect 
their investment. Also as the baby boomers continue to age, they will buy services to maintain 
their landscapes because they may not have the ability or desire to continue to do it themselves. 


Marketing Plan 

Competitive Strategy - Focused Differentiation 

• We will continue on a focused differentiation strategy. Our objective is to identify and 
market to the high value/high price market segment. These clients tend to be 
professional, college educated, high-income earners, with high value homes and/or 
businesses. In Gainesville, this market segment is dominated by local business owners, 
college professors and physicians. This clientele expects responsiveness and quality 
workmanship from respectful professionals. This segment is large enough to support a 
long-term growth strategy for WTC. With market share currently estimated at 18 
percent, we have strong upside potential, in an expanding marketplace. Gainesville and 
Ocala residents are just becoming aware of the true investment value that insightful 
plant management services provide. 

• The Gainesville market also values commercial and governmental channels who deliver 
authoritative knowledge. Commitment to the themes of environmental stewardship and 
community support also resonate with this demographic. These themes represent 
lynchpin values for WTC. A combination of expanded service offerings, along with one 
or two complementary acquisitions, makes an annualized growth rate of 7-15 percent 
quite possible. 

• In 2005 WTC will initiate an aggressive commercial market penetration strategy, 
targeting the major property management groups servicing the University of Florida 
apartment/condo complexes. One Arborist is being dedicated for this new role in 2005, 
with a second Associate Arborist scheduled to come on board, in a supporting role, in 
2006. We believe that there is great potential for our services within this focused 
segment. 
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Selected Marketing Tactics 

• Provide various sales aids to bridge and support the sales process. 

• Maintain and develop bulk mail contact and incentive programs. 

• Direct mail early order and early pay incentives for selected services. 

• Adopt guerilla marketing tactics in local neighborhoods through weekly periodicals, local 
group presentations, home and garden shows. 

• Present at two or three major event shows with broad market appeal. 

• Develop a strong advertising campaign with a demographically aligned radio station and 
endorsing personality, possibly a UF coach. Tie in with gardening shows, sports events, 
and wealth enhancement programming. 

• Incentivize referrals from satisfied customers. 

• Contact new clients who move into the homes of previous clients. 

• Work with city foresters and park superintendents throughout the metro area. 


Advertising and Promotion 

WTC overall advertising and promotional objectives are to position Winfrey Tree Care as the 
leader in the North Central Florida market. We wish to establish a reputation as the single most 
knowledgeable, professional and environmentally sensitive tree care company in this portion of 
the state. 

We will develop an advertising campaign built around our technical expertise, quality 
workmanship and customer service. Additionally, we will develop a highly targeted brand 
/advertising campaign to clearly communicate the unique vales of WTC and our broad range of 
services for the home and business customer. In addition to our standard advertising practices, 
we will gain considerable recognition through partnerships with our various local suppliers and 
partners as well as other industry related companies that can provide a base for referrals such 
as landscape retail outlets and homeowners associations. Our anticipated advertising budget 
will be approximately 3 percent of total sales. 

Public Relations 

We intend to capitalize on public relations activities by showcasing our exceptional skills and 
knowledge through relevant articles in newspapers, high-profile charity work, free 
television/radio exposure and maintaining a leading-edge position on the latest tree care 
technology. We have compiled a list of all key media contacts and have established WTC as an 
expert source for all questions relating to tree or lawn care, and especially in the area of organic 
pest control. 

Internet 

We are also working to improve our Web presence and laying the groundwork for promising 
opportunities. We are making the necessary adjustment to collect customer e-mail addresses 
and provide them with a free, seasonal e-mail update monthly about topics that affect their trees 
and landscapes (i.e. prevailing drought conditions, specific pest/disease problems, helpful hints, 
etc.) in order to keep our name in front of the customer and reinforce our position as the experts 
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in the field of arboriculture. 


Leads 

We track where we obtain inquiries for service by lead source. Additionally we also track our 
closing (selling) rate of those estimates. It comes as no surprise that 55 percent of our leads 
come from existing clients. As a result we target the majority of our marketing efforts to our 
existing clients. Our second highest source of leads comes from professional referrals. We 
have cultivated strong relationships with both large landscaping professionals in the area as well 
as individual “one-person” gardeners, and property management firms who consistently refer us 
to their clients. The Florida State University Extension service also recommends our services as 
well as many retail nurseries in the greater Gainesville/Ocala service area. 


Key Marketing and Sales Strategies for 2005 - 2008 


1 . Attain Tree Care Industry Association’s Accreditation for our company and use this to 
differentiate our company from the competition. 

2. Continue Gold client program. Gold clients are those who spend over $750/year in 
multiple annual service programs, have been a client more than three years, and are 
important to the referral process. Gold clients receive preferential treatment; immediate 
service and annual site visits. Approximately 175 clients - goal: to reach 200 Gold 
clients. 

3. Focus marketing efforts to existing clients and selected people meeting our demographic 
criteria for increased sales. Use newsletter as the main sales vehicle. Goal: increase 
sales by a minimum of 7 percent 

4. Add a new full-time salesperson by year-end 2005. 

5. Enhance Company image as providers of information to the media, industry 
professionals and the public by our Web site, newsletter, information fact sheets on 
insects and diseases, public relations announcements, sponsorships, awards, and 
lectures. 

6. Add two golf courses as clients over next three years. 

7. Special focus on PHC and lawn sales. 


Pricing Strategy 

Our pricing strategy is based on the principal of “More for More.” This is because we provide a 
higher level of customer service with a higher level of technical expertise than virtually all of our 
competitors in the region. In order to provide this consistent quality high level of service we 
invest significant time and resources into training all of our employees. Through one-on-one 
training as well as seminars, outside speakers, industry conferences, and inside bi-weekly 
training topics we make every effort possible to ensure that our employees have all of the tools 
and information required to deliver superb customer service. The TCIA model safety program 
and the tree care apprentice training program has also helped in training new employees as well 
as continuing education for seasoned workers. All of our equipment is serviced on a timely 
schedule and older trucks are replaced on a pre-set replacement schedule. This impressive 
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investment in our people and equipment leads us to price our services at the higher end of the 
pricing scale of competing companies in the area, but has proven to be a successful strategy, 
as our clients prove yearly that they would rather pay more to get consistent quality work from 
highly trained crews. 


Risks 


Economic 

Economic downturns can obviously affect the growth of the company as our services are not 
considered essential services, such as food and housing. The recession from 2002 to 2004 
limited the growth of the company during that period resulting in flat sales. The good news was 
despite the recession we did not lose sales-but neither did we grow. This is mainly because of 
the demographics of our clients who generally have high savings and income levels and are 
somewhat recession proof. However, the average dollar amount of each pruning job went down 
as people limited the amount they were spending. This resulted in smaller than normal jobs. 

The Florida economy was hit harder than the rest of the nation because of the travel industry 
downturn and five hurricanes. Florida has one of the highest unemployment rates in the nation 
that looks slow to improve. However in 2004 the local Gainesville economy has been improving 
and sales are stronger than last year especially in the pruning department. We are on track to 
easily exceed our sales goals for a 7 percent increase in 2004 with sales over $2 million. 


Weather 

Severe weather, such as the aforementioned hurricanes, can cause power outages, significant 
damage to buildings and equipment and prevent us from doing business for weeks at a time. 
These same storms interrupt communications and can often result in a loss of computer data. 
As a result, we have developed a comprehensive emergency plan and taken steps to securely 
back up critical data every night. 

However storms that cause tree damage can also be an opportunity. We have found from 
experience when we have a major storm event that we are not as profitable as compared to 
normally scheduled operations. This is because so much time is spent in triage and going from 
one place to another that we are not as productive and billings per-hours worked drops 
dramatically. We should in fact charge more because of the dangerous conditions in which we 
operate and the travel time. We have made plans to do so in the next storm, without appearing 
that we are gouging the customer or taking advantage of the situation. 
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Legal and Government 

Increasing government regulations and compliance adds to the overhead burden and costs. The 
fact we are a larger prominent company means increasing scrutiny by regulatory agencies. 
However compliance in safety regulations can lead to lower worker comp rates as safety 
training translates into safe work practices and lower accident rates. 

There are concerns that products used in our Plant Healthcare operations may be regulated so 
we don’t have effective tools to deliver services clients have come to expect. 

Succession 

One of the goals to be accomplished in the next year is to establish a formal succession plan. 
The purpose of which would be to assure the continuance of the company in the event of 
unforeseen events such as a disability or death of a key employee, such as the president. 


Financial Plan 

The legal corporate structure of Winfrey Tree Care is a “C” corporation. Our year-end is March 
31 . Our financial statements are produced using Quick Books financial software. This function is 
performed by Sheila Winfrey (accounts payable) at an off-site location. 

Profit and Loss 

Our profit and loss statement and balance sheet is produced monthly and reviewed by John 
Winfrey and our accountant. As year-end approaches the company tax situation is reviewed to 
aid in planning for a profitable year and to minimize the tax burden. 

Over the last 10 years the company has been profitable and has had strong financials. However 
during the expansion into the new building and during the downturn in the economy in 2001 and 
2002 there was a small but anticipated loss as we invested for the future. 

Pension Plan 

The company has a profit sharing pension that was started in 1986. Profitability of the company 
determines how much is declared for the pension plan. Each employee has a self-directed 
account. One of the goals for the coming year is to switch to a 401 (K) plan, which would allow 
participants to add their own contributions and thus be able to grow their accounts at a faster 
rate. 

Budget 

Company sales and budget is forecast at the start of the year by month and by department. This 
is then tracked on a weekly basis at our weekly management meetings. Budgeting for expenses 
is done on a more informal basis. One of the goals for the future would be to have department 
supervisors prepare budgets for their own departments. Large capital purchases are budgeted 
out in advance and are prioritized by need. 
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Cash Flow 

Our cash flow follows our seasonal workflow. The majority of our work and cash flow occurs 
starting in March and continues thru October. January has the least amount of work and 
therefore cash flow. Reserves are accumulated during the season to help with the poor cash 
flow in the winter months. Prepaid accounts have been one of the best ways we have improved 
our cash flow to start the work season in a strong cash position. We offer a pre-payment 
discount of 3 percent if clients prepay their annual service. This program has been extremely 
successful and we receive over $200,000 in pre payments by the end of February. This has 
virtually eliminated the need to use our line of credit from the bank for start of operations in the 
spring. 

Capital 

Planning for capital purchases is done at our annual strategic-planning meeting and at our 
weekly management meetings. Advice is sought from the accountant and projected purchases 
are budgeted. Winfrey Tree Care has a working capital reserve account as well as a line of 
credit from M&S Bank. 


Please see Addendum A for our full financial reports. 
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